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HOUGHTS of a columnist on 

what’s transpiring this month: 
The estimate of the NACC that 
September production of its mem- 
bers ought to be in the neighbor- 
hood of 139,153 cars and trucks, | 
not including Ford. If we make 
certain allowances for the Dear- 
born company that guess of 185,- 
000 by Automotive Daily News 
is not going to be so far wide of | 
the mark when the Department 
of Commerce comes along later 
in the month with the official fig- 
ures ... Dodge’s announcement 
that last week’s sales were the 
highest of any other week since 
1926! Had this come in May or} 
June we wouldn’t have thought 
so much about it—but in the fag 
end of September and the first 
few days of October, that’s a 
horse of a different color. That’s 
news. ... The strike of Detroit’s 
die makers and_ toolmakers, 
seemingly a case of biting off 
your nose to spite your face, with 
the result that toolmakers and 
die makers in other cities are get- 
ting business that ought to stay 





in Detroit . . . Outside of Nash 
breaking with a new-car an- 
nouncement this month, it looks 


as if, willy nilly, the industry is 
going to have to support the 
NACC in its efforts to hold up 
new model debuts until around 
show time. After Nash, this 
writer is not expecting any 1934 | 
stuff to break until mid-Decem- 
ber or maybe later. And the ma- 
jority will pop at the New York | 
show. Which makes me wonder | 
if the 1933 selling season ever 
will end. It looks good for at) 
least another month or six weeks. 

. And to think that the draw- 
ing for show space will take place | 
in Detroit instead of New York. 
But it is an ill wind that blows | 
nobody good, for this writer will 
be able to get in on the buffet 
luncheon, which privilege has 
been denied him since coming to | 
Detroit. While a New Yorker, I 
never missed one of these show 
drawings in something like fif- 
teen years ... I’m wearing out 
the period, so I’ll switch to some- 
thing else. 





* 


SCOUTS who have had a peek 
at the new Nashes in the glass | 
tower at the World’s Fair tell me 
that Count Alexis de Sakhnoffsky, 
who is responsible for the body | 
design, has set a new style in 
pants, pants being the slang 
name given to streamlined rear | 
fenders. The new Studebakers 
have pants, but the count has 
gone even further by having a 
semblance of the wheel and hub 
outlined on detachable _ shields 
fastened to the rear fender by 
three streamlined bolts covering 
and streamlining the rear wheels. | 
While this same thing has been 
used on custom built jobs like the 
Pierce Silver Arrow, Alexis’ claim 
is that Nash is the first produc- 
tion job to adopt it. He asserts 


(Continued on Page 13) 
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addressed the Detroit Adcraft 
|Club on “Sales Promotion in| 
These Changing Times.” In his} 


| talk Mr. Grant used B. O. P. as 


DETROIT, SATURDAY, OCTOBER 7, 1933 


Proves Value 


Dealerships, Says R.H. Grant 


Editor’s Note: This is the first of a series of interviews with 
sales executives of automobile 
dealing with methods of selling made necessary by the changing 
times of the past few years or more. 

By CHRIS SINSABAUGH 


Detroit, Oct. 6—How come B.O.P. and what has been 


leading 


accomplished in the year and 


has been directing the conlershty selling Buick, Oldsmo- 


bile and Pontiac? 

Those two questions have be- 
come decidedly pertinent since 
last week Friday when Richard 
H. Grant, vice-president in charge 
of sales of General Motors Corp., 


an example of how long main- 
tained positions could profitably 
be changed to meet changed con- 
ditions. 

Modestly Mr. Grant touched on 
what has been accomplished by 
this consolidation of dealerships 





which has enabled all three units | 


President Approves Dealer Code Almost As Is 
Parts Men Still Battle For Employers’ Rights 


| 


‘Success of B.O.P. Operation 





| Comaenian On Wages 
Seen With Merit 
Clause Omitted 


Washington, October 6.—While 
it will be some time before the 
argument and counter-argument 
offered in the public hearing on 
the Automotive Parts and Equip- 
ment Manufacturers’ trade code 
is sifted through the screen of 
the NRA, speculation already has 
begun as to what the final prod- 
uct will be. Obviously the indus- 
try will get concessions. So will 
labor. What will they be? 


The most definite of all as- 
sumptions, one that grows out of 
a knowledge of NRA _ general 
practice, is that the final wage 
scale will be much closer to the 
forty-cents-an-hour base for men, 
thirty-five cents for women em- 
ployes, as proposed in the code, 
than it will be to the fifty-five- 
cent overall asked by William 
Green, president of the A. F. of L. 
Although labor may regard it as 
too low, that forty-cent level is 
the basic standard approved gen- 
erally by the NRA. It has been 
granted to many industries, 
among them the motor manufac- 
turing, the latter in spite of 


(Continued on Page 6) 


of Combined 


manufacturing companies 


a half that one management 


in the group to show a marked 
improvement in unit volume in 
the first eight months of 1933 
over the same period last year. 
Which led this writer to probe 
for more on what rightly is called 
“The Success of B. O. P.” Little 
information has been available 
concerning the inner workings of 
this big organization since its for- 
mation, for the man who con- 
ceived the idea of B. O. P. and 
put it into practical operation, 
Richard H. Grant, has been put- 
ting all his efforts back of de- 
veloping a smooth running ma- 
(Continued on Page 8) 
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9 Months’ Output 42 Per Cent Over 


Chrysler Bans 
Body Warfare 
In Advertising 


Detroit, Oct. 6.—Criticism of 
competitors’ products, long lack- 
ing in factory automotive adver- 
tising but re- 
cently indulged 
in by dealers in 
local advertis- 
ing, is not to 
be tolerated by 
Walter -. 
Chrysler. In 
fact, he has is- 
sued a peremp- 
tory notice that 
such tactics are 
taboointhe 








Walter P. 


Chrysler Chrysler code of 
fair competition. 
In different regions of the 


country, there has been a flare- 
up of outright knocking and 
back-biting copy, beginning with 
strongly provocative assertions as 
to the merits and demerits of dif- 
ferent body construction mater- 
ials, and developing in some lo- 
calities into a cat-and-dog fight 
between dealers representing sev- 
eral makes of cars. 

Mr. Chrysler’s dislike for wild- 
cat tactics has been made known 
through a letter sent under the 
signature of Harry G. Moock, 
general sales manager of the Ply- 
mouth Motor Corp., to all Chrys+ 
ler Motors distributors and deal- 
ers, in which he says: 

“Mr. Chrysler has just called 


(Continued on Page 14) 





Entire 32; Year Will Hit 2,000,000 


0 eee : 
fhird Quarter Earnings, Statistician Says, Likely to 


Exceed Second—Sees Industry Well 
In the Black for Entire Year 


By RAY B. PRESCOTT 
New York, Oct. 6—Production for the first three quart- 
ers will be about 1,725,000 cars and trucks. This is 42 
per cent ahead of the same period last year. But the first 
seven months’ production of 1,528,000 cars and trucks 
exceeded the total production of 1932 by seven per cent, 
so, unless the production schedules for the last quarter 








Italian hee Builder 
To See Ford on Tour 


Genoa, Italy, Oct. 6—Senator 
Giovanni Agnelli, president of the 
Fiat Motor Corp., sailed today | 
with a delegation of industrial- 
ists to tour the United States and 
Canada. Agnelli intends to visit 
Henry Ford during his tour. 


run amuck—and it is hardly conceivable now for these 
production schedules to drop to any such low level as in 
one of the poorest in the history | 
of the industry—the total produc- INACC Sept. 
tion for the year will certainly 
reach the 2,000,000 mark. Output Nears 
will in all probability exceed 
those of the second, which mend Augus st Mark 
forty-eight million. This is a vast 
improvement on the thirteen mil-| New York, Oct. 6. —Production 
in the first | 
quarter of this year. With earn-| tional Automobile Chamber of 
ings of the second and third | Commerce is estimated at 139,153 
quarters totaling approximately | units, bringing the year to date 
for these companies to 1,294,582 
can hardly fail to end the year 
well in the black. for the entire industry of 185,000 
Indications of a similar im-| for September should fall very 
provement in the export depart- | Close to the mark. 

While, of course, at the presen 
of October output purely conjec- 
ture, it is safe to say that on the 
basis of company plans the out- 
put for the industry for the 
and 150,000 units. 

The output of the NACC com- 
panies in September ran 190 per 

cent ahead of last year and only 


1932 when the last quarter wast} 
Earnings in the third quarter | 

lion loss suffered | by member companies of the Na- 

100 million dollars, the industry 
units. On this basis the estimate 

(Continued on Page 14) 

time conditions make an estimate 
month should run between 140,000 
twenty per cent under August. 
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Used Car Men Lose Fight 
For Right To File 
Own Code 


Washington, Oct. 6.—Few 
changes were made in the trade 
practice code of the nation’s 
automobile dealers upon which 
public hearing was held here 
September 18, it was revealed 
here today in the publication by 
the National Recovery Adminis- 
tration of the agreement as ap- 
proved by the President. Major 
among the revisions in the final 
document were the following: 

Reduction of the work - week 
from a maximum of forty-eight 
hours to forty-four. 

Elimination of the merit clause 
from the labor provisions. 

Modification of the provisions 
setting up code administrative 
agencies to provide for represen- 
tation of exclusive used car 
dealers. 

Wage provisions of the code re- 
main the same as those as agreed 
in preliminary conferences be- 
tween the National Automobile 
Dealers’ Assn. and the NRA, with 
the exception that the provision 
exempting four employes in each 
establishment from minimum 
wage scale protection was modi- 
fied. This clause was changed to 
provide that such exempted em- 
ployes shall not exceed ten per 
cent of the total number em- 

(Continued on Page 10) 


Strikers ‘Heed 
Makers’ Edict 


Detroit, Oct. 6.—As the result of 
an ultimatum signed by 7 auto- 
mobile companies demanding that 
striking die makers and toolmak- 
ers come back to work today or 
come back and get their tools, 
four companies reported that 
many of their former employes 
had returned to their jobs. 

The Cadillac Motor Car Co. an- 
nounced that all of its workers 
had gone back to work two days 
ago while the Dodge Bros. Corp. 
reported seventy- -five per cent. of 
its crew back in the shop. Pack- 
ard added that sixty per cent of 
its workers had abandoned the 
strike and Hudson, while not giv- 
ing definite estimates, said that 

many workers had returned. 

On the other hand, Lewis F. 
Brady, attorney for the strikers, 
declared that only a small por- 
tion of all men out had gone back 
to their jobs. 

Plymouth Motors, which had 
signed the ultimatum declared 
that there was no dispute with 
the workers at its plants and none 
had gone on strike. No state- 
ments were available at Chevro- 
let and Fisher Body. 

C. C. Richards, president of the 
Detroit Automotive Tool and Die 
Manufacturer’s Assn., declared 
that tool and die jobbers in De- 
troit planned to get into produc- 
tion again not later than Mon- 
day. He said the local jobbers 
hoped to get practically all the 
work for automobile manufac- 
turers in Detroit when work gets 
under way on the new models. 
Last fall it is estimated that this 
work alone ran in the neighbor- 
hood of $10,000,000, but there is 
no accurate estimate of how much 

(Continued on Page 13) 











greater emphasis. 

Spokesman for a tax-burdened | 
motordom this time was C. C. 
Carlton, secretary of Motor 
Wheel Corp., appearing as execu- 
tive vice-president of the Auto- 
motive Parts and Equipment 
Manufacturers in the public hear- 
ing on the code of fair competi- 
tion for the parts industry. In 
effect, said Mr. Carlton, the gov- 
ernment in one sentence is ex- 
horting the automotive industry 
to go out into the highways and 
byways and hire back the mil- 
lions normally dependent upon it 
for employment; in the next it 
diverts from the industry its nor- 
mal patronage through the me- 
dium of taxes that are too high 
to be borne. 

The new deal, a considerable 
portion of the cost of which is 
being borne by inequitable motor 
taxes, and the new motor taxes 
which grew out of the depression 
are mutually exclusive, the wit- 
ness said with blunt and compel- 
ling candor. 


Taxes Hit Sales 
“The burden of special taxes in- 


cident to the purchase and oper- | 
ation of a motor car has neces- | 


sarily had a most serious effect in 


restricting the number of new| 


cars sold, and consequently the 
amount of employment in this in- 
dustry,” he pointed out. “The 


ability of an industry to absorb| 
additional employes is limited by | 


the volume of sales which can be 


attained, and employment in the | 
general automotive industry has | 


been greatly restricted as a re- 


sult of the tax bill paid by the | 


motoring public.” 

There was nothing elaborately 
complex in the presentation of 
statistical evidence on this point, 
but for what it lacked in this re- 
spect, it gained tremendously in 
force thereby. 

Tax Exceeds Car Cost 

“This terrific burden of special 
taxation is best demonstrated by 
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Hii igh Taxes Make Motor Industry 
Crippled Titan In War On Slump 


NRA Told Candidly That 1at Manufacturers Cannot Pay] 
Unfair Portion of Recovery Machine Cost ‘Do dge Weekly 
And Then Operate the Machine 


By WILLIAM ULLMAN 


Washington, Oct. 6.—Inconsistency of government in 
its relationship with the automotive industry was pointed 
out here once more during the past few days, this time in 
a new quarter and, because of that fact, with the effect of 





the fact that only $941,000, 000 was 


spent for new automobiles in 1932 


of automobile taxes. If special 
taxes applicable to the purchase 
and operation of a motor car dur- 
ing 1932 could have been applied 
to the purchase of new cars, the 
new car volume would have been 
more than doubled and employ- 
ment consequently increased. 
“Stated differently, these spec- 
ial taxes of over $1,000,000,000 
amounted to 2.5 per cent of the 
estimated national income of $40,- 
000,000,000 in 1932. Special taxes 


contrasted with the $1,070,000,000 | 





Retail Sales 
Hit 7-Yr. High | 


Detroit, Oct. 6.—Retail sales re- | 
ported by Dodge dealers for the | 
week ending September 30 were | 
highest since July 31, 1926, and | 
684.4% higher than in the cor- 
responding period of last year. 

During the latest report week 
of the organization, Dodge deal- | 
ers delivered 7,342 passenger cars | 
and trucks—as against 5,543 pass- | 
enger cars and trucks sold during | 
the preceding week. This marks 


|a delivery increase, for the week | 


| cars 
| before; 


paid by the owner of a motor car | 


accounted for 10.7 of the total tax 
bill of the country.” 

Then, with a logic that was 
coldly precise, Mr. Carlton pro- 
ceeded to tie the tax situation into 
the pattern of the new deal which 


of 1,799 vehicles, or 32.5%. 

Of the total of 7,342 retail sales, | 
3,069 were of Dodge passenger | 
-as against 2,399 the week | 
2,710 sales were of Ply- 
mouth cars—as against 2,109 in 
the preceding week. 

In addition to the 5,779 pass- 
enger cars, Dodge dealers de- 


| livered 1,563 commercial cars and | 


| iod, 


envisages the automotive indus- | 


try in the role—one that its lead- 
ers sincerely desire to fill—of res- 
cuer of those it has been forced 
to contribute to the swollen ranks 
of the unemployed. In this con- 
nection, he spoke thus: 


the form of special taxes, an 
amount equivalent to that spent 
for new products in a single year. 
The automotive parts and equip- 
ment manufacturers have felt the 
restricting influences of these 





taxes, and submit that the effect 
| of such special taxes should be 
taken into consideration in de- 
termining the extent to which 
|minimum wage and maximum 
hour requirements provided in a 
code can be met by this industry.” 

And so, in clear, concise terms, 
the great automobile industry has 
said unless it is given new and 
fair tax treatment, it must play 
the role of a cripple in the new 
industrial deal when, under other 
conditions, it might have been a 
Titan as everyone hoped it would 
be. 


Studebaker Set for 9000 


Production in October 


South Bend, Oct. 6.— Reports 
from the field are that the new 
Studebakers have registered 
strong wherever they’ve been 
shown and that demands from 
dealers are far exceeding the 
9,000-car production scheduled for 
October. A daily average of fifty 
dealers has descended upon Paul 
G. Hoffman, George D. Keller and 
others of the Studebaker execu- 
tive staff in South Bend during 
the past week. And they all want 
more cars than they can be given. 


On Wednesday of this week, 
one contingent of eighty dealers 
and salesmen arrived from At- 
lanta, Spartanburg, Asheville and 
other southwestern cities. Every 
one of them wanted to drive-and- 
trail two cars home. John Yar- 
brough of Atlanta headed the 
“army.” Among those who ar- 
rived on Thursday were Ira 
Rogers of Rogers & Tyson, El 
Centro, Calif.; Frank and Buster 
De Brown, Omaha; Frank Wine- 
rich, San Antonio; and John F. 
O’Connor, Syracuse, N. Y. One 
dealer, Bill Sims, of Phoenix, de- 
parted with new models yester- 
day after waiting two weeks for 
his allotment. 

“The strike has slowed down 
our production,” said George 
Keller, the sales manager. “But 
we're doing the best we can and 








in a short time will have things 
running at top speed.” 

Mr. Keller stated that the pres- 
ent production of 200 cars a day 
will be increased several times 
during next week, as a result of 
ironing out strike difficulties. 


il iacsaadl T Has 
Surpassed Its 
Best Year, 1929 


Chicago, Oct. 6.—The larg- 
est September business in the his- 
tory of the Diamond-T Motor Car 
Co., truck manufacturers, was 
announced by E. J. Bush, vice- 
president in charge of sales. 
Three times as many Diamond- 
T’s were sold during September 
as were sold during September of 
1932. 

“Our business is definitely going 
forward,” Bush said. “During the 
first nine months of this year we 
have exceeded our sales for the 
entire year of 1929, the biggest 
year of our history, by 150 
trucks.” 

Bush stated that advance esti- 
mates for the final quarter of 
1933 


| 


trucks—as against 1,035 trucks | 
sold in the previous six-day per- 
Expressed in percentages, 
Dodge dealers’ latest delivery in- 
creases were 27.9% for Dodge 
passenger cars, 28.5% for Ply- | 
mouth cars and 51% for Dodge | 
trucks. 

A comparative tabulation of | 
| 1933 and 1932 deliveries by Dodge | 
| dealers, from January 1 to Sep-| 


“The potential volume of any | | tember 30 so far shows a sales | 


industry is necessarily restricted, | 
however, when its users pay, in | 


indicate that the present | of Erwin, 
“good business” will be continued. | York City. 


total of 142,272  vehicles- 
against 58,257 last year, the 
crease being 144.2%. 


as | 
in- 


Hupmobile 
Continuing 


Sales Jump 


Detroit, Oct. 6——Hupmobile is | 
continuing its steady increase in 
business over the corresponding 
months of 1932, according to fig- 
ures released today by Rufus S. 
Cole, vice-president in charge of 
sales. 

“September, with an increase of 
twelve per cent over September, 
1932, was the fifth consecutive | 
month in which Hupmobile pro- 
duction showed a gain over the 
same month last year,” stated Mr. 
Cole. “In fact, total shipments 
for the last five months record 
an improvement of 35.9 per cent. 

“Our export situation is most | 
promising. The last five months | 
have seen us ship abroad seventy | 
per cent more cars than in the 
same period of 1932, and our ex- | 
port business for nine months is | 
thirty-two per cent ahead of the | 
1932 period.” 


De Soto Sales 
Climb to High 
Mark of 2410) 


| Raymond 


| at the exposition 
| hall, 


Miss Betty Renner, only woman 


delegate in Detroit for National 


Metals Week this week, is demonstrating welding to A. B. Kinzel, 

chief metallurgist of the Union Carbide and Carbon Laboratories, 

Inc., of New York. Miss Renner played the feminine lead in the 

industrial drama, “The Prosperity Process,” which was staged at 

Masonic Temple Tuesday night under auspices of the International 
Acetylene Association. 


National Metal Congress 


Guests of Motor Plants 


Detroit, Oct. 6.—Detroit in 
general, and Detroit’s motor in- 
dustries in particular, were hosts 
this week of the National Metal 
Congress. The congress put on 
an exposition that attracted at- 
tention from the experts of the 
motor companies, and the con- 
vention delegates in turn took 


| great interest in the metallurgi- 


cal processes and practices of the 
industrial plants they visited. 
Among the automobile com- 
panies that entertained delega- 
tions of the visitors were Chev- 
rolet, Dodge, Plymouth, General 
Motors (research laboratory), 
Ford, and Packard, Allied in- 
dustries visited were Bohn Alu- 
minum, Great Lakes Steel, Bower 
Roller Bearing, Barnes-Gibson- 
(springs), Michigan 
Casting, Timken-Detroit 
Climax Molybdenum, De- 
De- 
& 


Steel 
Axle, 
troit Seamless Steel Tubes, 
troit Steel, and Whitman 
Barnes (machine tools). 

Actually, five national techni- 
cal groups held concurrent ses- 
sions during the days of the con- 
gress, which opened Monday and 
continued through Friday. They 
were the American Society for 
Steel Treating, the metal, iron 
and steel divisions of the Ameri- 
can Institute of Mining and Met- 
allurgical engineers, the Amer- 
ican Welding Society, the Wire 
Assn., and the American Society 
of Mechanical Engineers. 

More than 120 firms exhibited 
in Convention 
many of them showing ap- 
paratus or mechanical devices in 
operation. Besides those who 
were attending the congress, hun- 
dreds of visitors, including rep- 
resentatives of Detroit industries 


| and classes of students, inspected 


Detroit, Oct. 6.—De Soto auto- 
mobile dealers in the United 
States, in the week ending Sep- 
tember 30, delivered 2,410 new 
automobiles, according to L. G. 
Peed, general sales manager of 
the DeSoto Motor Corp. This is 
an increase of 238% over delivery 
for the same week last year. 

Used cars delivered in the same 
week totaled 3,089, the largest in | 
the history of this sales organi- 
zation. 


Batchelor is ‘Ad Co. 
New York, Oct. 6.—E. A. Batch- 
elor for many years sports editor 
of the Detroit Free Press and 
more recently with the copy and 
publicity department of the Lee 
Anderson advertising agency, has 
been added to the publicity staff 
Wasey & Co., New 





the exhibits. 

Prediction of a new era of 
speed, hitherto undreamed of by 
the average man, was made 
Thursday night by R. E. Zim- 
merman, of New York City, vice- 
president of the United States 
Steel Corp., who spoke before 


|the annual banquet of the Am- 


erican Society for Steel Treating 
in the Hotel Statler. 

This era of speed will be upon 
us within the next ten years, said 
Mr. Zimmerman, who is_ in 


| charge of the practical research 


and technology department of 
the steel company. 

Speed will be reflected he said, 
in railroad transportation, the 
airplane and the automobile. 

Racing speed of automobiles 
registered in track competitions 
a few years ago soon may be the 
normal speed of the automobile 
on the highway, he declared. 











Lightness in metals is the pre- 
vailing demand in transportation, 
Mr. Zimmerman § said. With 
lightness will come speed. In- 
terior fixtures, made of better 
light metals, not only will be 
designed for increased comfort 
but will enable trains to increase 
their speeds, so they will enter 
into closer competition with air 
travel. 

Officers nominated by the ASST 
yesterday are as follows: 


W. H. Phillips, of Pittsburgh, 
president; B. F. Shephard, of 
Phillipsburg, N. J., vice-president; 
Emil Gathman, of Baltimore, Md., 
treasurer; W. P. Woodside, of 
Detroit and Edgar C. Bain, of 
New York City, directors. 


Nomination is the equivalent 
of election as there is no opposi- 
tion. 


Packard’s 


Sept. 
Sales Set 2-Year 
Monthly High 


Detroit, Oct. 6—Business of 
the Packard Motor Car Co. in 
September, as represented by 
actual dollar volume of sales, was 
the largest of any one month in 
more than two years, it is an- 
nounced by the company. 

Shipments for the month were 
1,514, according to M. M. Gilman, 
vice-president of distribution. 
“Actual sales by distributors and 
dealers were 1325,” said Mr. Gil- 
man. “However, we still had 940 
unfilled orders on our’ books 
October 1.” 


“Stocks of cars continued to be 
much less than normal. Our in- 
ventories of new cars in the sell- 
ing field on October 1 was less 
than one-half those for any simi- 
lar period in the last ten years. 


“From August 21, when we first 
showed our new cars to our dis- 
tributors and dealers, to October 
1 our shipment of cars was 400 
per cent greater than during the 
same forty-day period of last 
year. Actual sales during these 
forty days were twice as great as 
during the corresponding period 
last year. 


“We believe the volume of 
Packard sales is a clear indication 
that people of this country want 
fine cars just as much as they 
ever did, that they still have the 
money to buy them and that they 
are now determined to spend 
their money for new cars.” 
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Automotive Plants Reduce 
Number of Accidents 24%, 





Chicago, Oct. 6.—The automo- 
tive industry has improved its ac- 
cident prevention record notably, 
according to statistics released 
at the automotive, machine shop 
and power press sections of the 
annual Safety Congress and Ex- 
position in session here in the 
Stevens Hotel yesterday. 

The facts in the case show that 
sixty-nine industrial plants in the 
automobile industry employing 
an average of 78,000 men reported 
an average reduction of twenty- 
four per cent in the frequency of 
accidents resulting in temporary 
disabilities during 1932 as com- 
pared with 1931. 


In the different groups the low- 
est accident frequency and sever- 
ity rates were made by the auto- 
mobile body plants, while the 
higher frequency and _ severity 
rates were found in the groups 
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representing accessories, parts 
and stampings. 

Reports of committees advo- 
cated a continuation of the con- | 
tests to determine the _ safest 
cities in various population 
groups each year and also to re- 
tain safety campaigns among 
users and drivers of motor trucks. | 
According to these reports, the | 
results have been satisfactory and | 
have aided materially in reduc» 
ing accidents, | 


| 
Lax law enforcement against | 
reckless and drunken drivers was | 
attacked by Franklin M. Kreml, 
director of accident prevention of 
the Evanston, IIl., police depart- | 
ment. He stated that enforce- | 
ment without fear or favor would | 
aid all drivers by curtailing the | 
personal injury rate forty per 
cent. 











Campbell-Ewald 


Increases Staff 


Detroit, Oct. 6—The Campbell- 
Ewald Co. has made several im- 
portant additions to the creative 
staff this week, according to an- 
nouncement by H. T. Ewald, 
president. 


Arden Yinkey joins the copy | 


staff. Mr. Yinkey was a former 


newspaperman before he entered | 


advertising work with Shaw-Cas- 
sidy, a small agency in Pitts- 
burgh. 

Gordon C. Eldredge who also 
becomes a member of the copy 
department has had wide experi- 
ence in nearly all branches of 
advertising. For the J. Walter 
Thompson Co., he spent three 
and three 


‘Chevrolet Gets 
Big Sales Share 


Detroit, Oct. 6.—Complete re- 
ports of sales of all cars and 
trucks in Chevrolet’s price and 
weight classes, just compiled by 
the Oklahoma City Zone office 
at Oklahoma City, reveal that 
August with sales of 2,147 Chev- 
rolets surpassed July by twenty- 





| 


years in New York 
years in Detroit as an account 
executive. Later he was with} 


Green, Fulton & Cunningham, and 
the Austin F. Bement Co. 
George H. Allen, the third addi- 
tion to the copy department, after 
graduating from Columbia Uni- 


versity, spent one year with Ivy | 


Lee and another with J. Walter 
Thompson in New York. He was 
also with J. Stirling Getchell, Inc. 

W. O. Floing and Edmond A. 
Hunt are two new additions to 
the art department. Mr. Floing 
is well known for his art layouts, 
a field in which he has specialized 
for years. 


Edmond A. Hunt has had ap- | 


proximately fifteen years experi- 
ence with various 
studios, including Stevens, Sund- 


blom & Stultz, Chicago, LaDriere, | 
Inc., Detroit and Fawn Art Stu-| 


dios, Inc. 
Walter E. Lopeman comes from 


the Fuller and Smith and Ross} 


Agency, Cleveland, to become a 
member of the sales promotion 
department. His earlier connec- 
tions included five years as ad- 
vertising manager of Medusa 
Portland Cement Co., Cleveland 
and three years with Paul Teas, 
Inc., Cleveland. 

Reginald E. Thomas who wrote 
and directed many national radio 
programs for the clients of N. W. 
Ayer & Sons, Inc., Philadelphia, 
has joined the radio department 
as an assistant to M. A. Hollins- 
head, director. 


J icles Gaile 
For Paris Show 


Cleveland, Oct. 5.—Robert Jar- | 


dine, chief engineer of the Wil- 


cox-Rich division of the Eaton) 


Mfg. Co., sailed for Europe, Sep- 
tember 29, on the S.S. Paris. He 
will attend the automobile show 
in Paris, October 5 to 16, the 


passenger car show in London in | 


the middle of October, and the 
truck show in London early in 
November. 
OK’s New Improvements 

Indiana Harbor, Ind., Oct. 6.— 
Frank Purnell, president of the 
Youngstown Sheet and Tube Co., 
announces that improvements 
costing $250,000 have been author- 
ized, to start immediately, at the 
local plant. 


leading art) 





| Scott, 


seven units and that in many lo- 
calities Chevrolet dealers got 100 
per cent of the available business 
in cars and trucks. 


There were twenty-three deal- | 
ers who got 100 per cent of all | 
the car business; three who got 
from ninety to ninety-nine per 
cent; thirteen who got from 
eighty to eighty-nine; twenty-five 
who got from seventy to seventy- 
nine; twenty-eight who got from 
sixty to sixty-nine; forty-two who 
got from fifty to  fifty-nine; 
eighteen who got from forty to 
forty-nine; and six who got from 
thirty-three to thirty-nine per 
cent inclusive. 

The percentage of dealers who 
got a perfect score in the truck 
weight class field was even more 
pronounced than in the car field, 
the company claims. 


Reo’s 9-Months’ 
Factory Output | 


299) | 
Exceeds All 32 | 
a | 

Lansing, Oct. 6.—Reo Motor | 
Car Co.’s entire production for | 
the year 1932 was exceeded by | 
the first nine months of 1933, i| 


was made known today by R. H. 
president. July, August | 
and September each accounted 
for shipments double those of the 
corresponding months of _ the 
previous year. Improvement has 
been steady since the introduction 
of Reo’s new self-shifter. 


Reo foreign sales have more | 
than kept pace with the domestic | 
increase. Reo trucks and Speed 
Wagons have also gained con- 
sistently. Mr. Scott reports that 
orders on hand are now consider- | 
ably in advance of shipments but 
that production schedules are 
being adjusted to meet the antici- 
pated heavy requirements of the 
present month. 


| 


Wayne County Sales 
Dipped in September 


Detroit, Oct. 5.—As reported by 
the Detroit Auto Dealers’ Assn., | 
Wayne county registrations for 
September showed a decided re- 
cession from August’s count, al- | 
though nearly twice as many as 
in September, 1932. The count 
was 3,974 cars and 296 trucks as 
against 6,117 and 359 in August 
and 1,573 and 166 in September 
of last year. Ford continues to 
hold the lead in new car titling 
with 1,583 as against 2,321 in Au- 
gust. 








At the sand pit at A Century of Progress, Plymouths are put through gruelling tests, before the pubtic. 
The sedan in the pit is being bounced around in the deep sand and ruts. 





Milwaukee Is 
Pulling For 


Nash Success 


Milwaukee, Oct. 6.—Milwaukee 
is joining with Kenosha in wish- 
ing the new Nash 1934 series un- 
precedented success. 

For Milwaukee is the largest 
individual supplier for the Nash 
purchasing department, with 306 
companies on the Nash lists. 

When the new Nash clicks, in- 
creased business is seen in all of 
these plants and the reflected in- 
creases will reach into many Mil- 
waukee homes with advanced 
purchasing power. 

The chief Milwaukee firms on 
the Nash purchasing lists are the. 
A. O. Smith Corp., Briggs & 
Stratton, Pittsburgh Plate Glass, 
Clum Manufacturing Co., Globe 
Steel Tubes, Superior Screw and 
Bolt, U. S. Rubber Products, Wis- 
consin Gas and Electric, 
Wrought Washer Manufacturing 
Co. 


In the Seaman Body Corp. 
plant in Milwaukee, in which 
Nash is controlling stockholder, | 


extensive capital investments 
have been made 
$75,000 for new dies alone. 


Executives of the Nash and | 


Seaman companies are centering 
every effort toward speeding up 
production so that the public an- 
nouncement of the new series 
may be made when every dealer 
in the giant Nash family is sup- 
plied with models for display. 


Day-Elder Co. 


Using Hercules 





Irvington, N. J., Oct. 6.—The 


Day-Elder Truck Co., of Irving- 
ton, is equipping all of its trucks 
from now on with Hercules heavy 
duty truck engines. This change 
has resulted in an increase in the 


engine size in all Day-Elder mod- | 


els, the increase ranging from 
ten to twenty-five per cent in the 


| various models. 


This change has provided Day- 


| Elder Models 60 and 75 with en- 
gines having seven main bearings | 
instead of four as in the engines | 
Another result | 
of all) 


previouly used. 
has been the increasing 
crankshaft diameters. 
Another improvement has been 
made in Model 160, three-ton 
truck, in which B-K_ booster 
brakes are now standard equip- 
ment. The rear axle on this 
model has been changed from 
worm drive to bevel gear drive. 
As an added refinement in 
equipment, dash instrument as- 
sembly in all Day-Elder models 
has been improved in appearance. 


| products 


and | 


in excess of 


Chicago, Oct. 6.—-By bringing 
its unique series of Proving 
ground advertisement to life the 
Chrysler Corp. is creating wide 
interest in its display at the Cen- 
tury of Progress here. During 
the past several months in news- 
paper and magazine advertising 
copy the various divisions of the 
Chrysler Corp. have dramatized 
the gruelling tests to which their 
are subjected at the 
proving grounds. 

Water leaps, sand pits, mud 
|ruts, cobbled roads and other 
forms of abuse to which the cars 
j}are submitted have been shown 
in snappy dramatic ads. But even 
these have lacked the thrill that 
|the watcher gets when he sees 
|the car actually going through 
| the tests pictured. 

The miniature proving ground 
at the Century of Progress has 
|afforded an opportunity to bring 
these scenes to life with the ad- 





Dodge bucks the 


Chrysler Proving Ground 
Ads Come to Life at Fair 


ded thrills that accompany whir- 
ring motors, screaming tires and 
twisting, writhing machines. 
Crowds—which will always be the 
same—welcome these gruelling 
demonstrations with the same 
elation and much the same mo- 
tive as the old crowds of Rome 
who watched gladiators try to 
tear each other apart. 

One of the latest wrinkles was 
to prove the stamina of the 
Philco-Plymouth radio set under 
rough going. 


“Radio receivers are delicate 


instruments,” someone said, re- 
membering the early receivers 
with their cat whiskers’ that 


bounced off the crystal wher ine 
dog walked across the floor. 
Harry Hartz put a_ radio- 
equipped Plymouth through its 
paces and the music kept 
coming in, even while the car was 
ploughing through sand and 
bouncing high in the air. 





traps at Chicago. 








| August Exports 


Touch New High 


Washington, Oct. 6.—Exports of 
|automotive products from the 
United States in August were 
valued at $8,327,485, the highest 
monthly total recorded this year, 
Commerce Department an- 
nounced. 

For the first half this year 
shipments totaled $43,924,274, a 
decrease of twelve per cent com- 
pared with the first six months 
of 1932. However, the value of 
exports in the first eight months 
this year was $59,105,236, only 
three per cent below the first 
eight months of 1932. 

The Union of South Africa and 





Belgium continued as the leading 
|markets for American passenger 
cars during August, followed by 
the Netherlands, British India 
and Japan. 


Plan to Make Changes 


| In Harvester Factory 

Toronto, Oct. 5. (UTPS).—C. A. 
Glock, manager of the Interna- 
tional Harvester Co’s. plant at 
Chatham, Ont., states that plans 
are being made to make changes 
in the firm’s factory in that city 
in order to permit the manu- 
facture of all trucks, as well as 
machinery, intended for sale in 
various British overseas domini- 
ons. Most of this work is now 
done in the United States. 
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Free 
Air 


By Cliff Knoble 


Lem Spriggins says, sezze— 
“They hain’t no call to kick about 
the calibre of automobile sales- 
men. It'll be a durn sight better 
when they kin make as much 
money as a fair-to-middlin’ book 
agent.” 

* * * 


DR. INCHES, former Police 
Commissioner of the City of De- 
troit, recently heard the Detroit 
Traffic Police being criticized for 
| being hard-boiled, rough and 
| abusive to traffic violators. 
| Doctor disagreed, and endeavored 
| to establish his point by recount- 
ing a personal experience. 


Entered as second-class matter Post Office, Detroit, under Act of March 3, 1870. 


COPYRIGHT, 1933—Slocum Publishing Company, Inc. 


One sacred pledge we make our friends here and 
now. This publication, God willing and so long as it 
is in our charge, will never champion the cause of any 
individual or any corporation which is not for the best 
interests of the automotive industry as a whole. Nor 
will its columns be used to spread gossip or inflame 
prejudice. It will confine itself to the up-building of 
the industry it is pledged to serve, wholly through the 
dissemination of NEWS which it knows to be timely, authentic and 
of value. 


WE DO OUR PART 
me out Jefferson Avenue,” said 


|} he, “when an officer 





the curb. There he informed us 
that we had been traveling forty 
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through two red lights. 

Wages and Wiseguys | 

| 

= HERE can be but one answer to the question: “Are | 

present labor disputes delaying our forward march| 

toward recovery?” The answer is “Yes.” In our industry | 

the leaders are keenly aware of the fact that its workers 

and the workers in other industries are their customers. 

They appreciate also that higher wages mean a wider 
market for their products. 


In the automotive codes cognizances have been given to 
the fact that the real key to the present situation lies in 
increasing employment and buying power. The codes| 
sense the fact that a mere shortening of hours without | 
increasing the hourly rate will only serve to spread more | 
thinly the present buying power with the result that many | 
who now can buy things aside from necessities will be 
forced to limit their buying to necessities. This would 
result in still further slackening operations in plants 
producing things other than food, shelter and clothing 
and hence add more unemployment from the great bulk 
of industry producing other than necessities. The thin 
buying power would then need be further spread. For 
this reason the hourly rates have been increased. 

There is no quarrel with labor as a whole, but in many 
cases comparatively small groups have been incited by) 
agitators to strike and as the result these groups today 
are standing between willing workers and the jobs that! 
are waiting for them. There is no criticism of labor, but 
rather of labor agitators: men who refuse to see at this 
time that industry needs the co-operation of labor as much 
as labor needs the co-operation of industry. The times call 
for patiences on both sides. There is no room for wise 
guy agitators anywhere in the present picture. 


unaware of having exceeded the 
speed limit, and that any infrac- 
tions of the traffic code were 


The officer was extremely cour- 
teous, and upon learning who we 
were, and hearing our explana- 
tion, permitted us to go with a 
polite warning. 

“And there,” cited Mr. Inches, 
“is an actual instance that shows 
the politeness and consideration 
of the average Detroit Traffic 
Officer.” 

We can’t repress a slight won- 
der as to what would have hap- 
pened had the celebrated Doctor 
omitted mentioning his former 
title. Or what would have been 
the result had the average citizen 
recited such an alibi. By way of 


any reader against attempted use 
of the same story. It won’t work. 
I know. Not without an ex-title, 
anyway. 

of * * 


DAFFY DEFINITIONS 
Sales Quota—A factory’s idea of 
what a dealer ought to sell and a 
dealer’s idea of how little the 
factory knows about it. 
ak K ca 


*“M ... AIRS dealers’ woes,” 
reads an A.D.N. headline. Humph! 
There’s nothing surprising about 
the dealers’ woes being given 


~ the air. 
+ * | * * * 


THE CHRYSLER Corporation 
| enjoys the distinction of being the 
| first automobile company to em- 

ploy gold fish as a part of a 
| motor car exhibit. The afore- 
| mentioned fish disport themselves 
|in a pool in the center of the 
Chrysler Building at the Century 
of Progress. It was noticed, some 
time after they had been intro- 
duced into their new habitat, that 
the fish had become listless and 
unenthusiastic and comported 
themselves in a manner not at all 
in keeping with the gaiety of 
their surroundings. Numerous 
speculations were made regard- 
|ing the cause of their apathetic 


We understand that some of the 1934 cars will be so 
modern they will include spare pockets for nudists. 


Add: Advertising Adages 

| a letter reprinted elsewhere in this issue Walter P. | 

Chrysler expounds a principle of advertising and sell-| 
ing which stands for all time. Mr. Chrysler says: 

“One point I want to make with our dealers is this. Do) 
not criticize your competitors’ products. There is no} 
profit in that. It won’t put a man to work or sell a single | 
automobile. Don’t worry about what your competitors | 
do. Sell the quality in your car.” 

You can lift your own corner higher if you don’t use| 
one hand to try to push down your competitor. 


wag from the hinterland ven- 
tured his opinion that a plausible 
diagnosis seemed to have been 
made. “Hadn’t ought to’ve put 


We have been wondering lately what they will do with | them fish in a autymbile show,” 


: . he remarked. “Look like they’ve 
Chicago when they close the fair. | all gone and contracted gasoline 
* J * 


consumption.” 
| * * * 

As an editor and conversationalist we cannot help but} wert, you yelled for five cent 
feel a tinge of regret at the passing of the used car| beer, and got it. Now don't 
problem through the signing of the NADA code Tuesday. | squawk because it’s two cents 


Some of our most treasured cuss words were garnered | — .o one ae oe 


from this topic and we sincerely hope that dealers will | that you don’t have to drink| 


not now go “sissie’”’. | gasoline. 


The | 


“A friend was recently driving | 





appeared | 
alongside, and ordered us over to | 


miles an hour and had passed | 
I intro- | 
| duced myself as ex-Police Com- | 
missioner Inches, and explained | 
that we had been so engrossed in | 
conversation that we were totally | 


wholly unintentional on our part. | 


well-meant advice, let me caution | 
| am because I note by page four- 


behavior, but it was not until a| 








Mrs. Parade Leader 





DA 
——E 


*s Dilemma, or who 


soiled the suit? 


In This 


Corner 


The views expressed in this column are those of our readers 
and do not necessarily coincide with those of the editors. Readers 
are invited to use this space for voicing their opinions or ideas. 
Anonymous contributions will not be accepted but confidence will 


be observed upon request. 


We Are Licensed to 


License. So What? 
Now that it is easier and more 


| pleasurable to read all through 


ADN, I am making it a practice 
to do so and I am glad that I 


teen of your September 23 issue 
that ADN has just arranged to 
“license its subscribers.” 
do not know just exactly why 
you need to license me but lic- 
ensing or filling out forms of 
some kind seems to be the order 
of the day. Still I am curious 
why I have to be licensed by you. 

Our company has to have a li- 
cense to do business, our truck 
drivers have to have chauffeur 
licenses; we have to have a li- 
cense to handle gasoline even for 
our own vehicles; our company 
has to fill out Federal income tax 
returns, capital stock returns, 
New York State tax returns and 
New York State sales tax returns. 

I have to have a license for 
my car and a license to drive a 
car. I have to fill out a Federal 
tax return and a State tax return. 
I have to obtain a license for my 
dog; I have to have a license to 
drive my car in and out of Can- 
ada as I live there during the 
summer months. Mrs. Hower has 
to have a license for her car. She 
has to have a license to drive 
her car, and she also has to have 
a license to drive in and wut of 
Canada. 

I think I spend one third or at 
least one quarter of m3 time, 
Jooking after licenses and returns 
of some kind and some day I 
suppose I will get used to it. 
But just why the present licerns- 
ing and reporting system has to 
be so extended that Automotive 
Daily News has to license me 
because I am a subscriber, is 
just a little too deep for my un- 
derstanding, and if you will be 
good enough to write me a letter 
and tell me why you have “just 
arranged to license me as one of 
your subscribers,” I shall be 
greatly obliged to you! 

Henry Hower, Pres. 
Enterprise Oil Co., Inc. 
Buffalo, N. Y. 


Now I} 


Used Car Dealers 
Set the Code 


As a subscriber to your splen- 
did service, we have watched 
with considerable interest as re- 
gards to the formulating of the 
Code of the NADA. It has been 
the opinion, at all times, that the 
Code, as presented, could get no 
further than a possible hearing, 
inasmuch as it appeared that this 
particular Code tried to govern 
affairs other than its own, tak- 
ing in the automotive mainten- 
ance as a part of their industry 
whereas statistics show eighty- 
five per cent of all maintenance 

(Continued on Page 6) 


<—-2 word in 
edgewise” 


By the Publisher 


EVERY WEATHER - VANE 
points to a real buyers’ show open- 
ing at the Merchandise Mart in 
Chicago the last Monday in this 
month. D. W. Rodger, chairman 
of the Automotive Service Indus- 
tries Show, has the big meet so 
well in hand that it will open on 
the dot with every exhibit in place 
and every man behind the railings 
with greeting hands extended. 

It ought to be a great show with 
plenty old-time enthusiasm. Cer- 
tainly it is right in line with the 
President’s get-together program 
with the three great associations, 
National Standard Parts, Motor & 
Equipment Manufacturers and 
Motor & Equipment Wholesalers, 
working hand-in-glove for their 
mutual interests. 

a aw cd 


AS WE ANNOUNCED last 
week we will publish with our 
issue of October 28th, a show sup- 
plement which we hope will more 
than meet the expectations of our 
friends in this great industry. 

For this issue we want particu- 
larly to have the names of your 
personnel who will be in Chicago 

(Continued on Page 12) 





siete iain eeneeertie 
a 
RRNA eR Rane Renan 
woraetewel pe 


Semen: 


AUTOMOTIVE DAILY NEWS, SATURDAY, OCTOBER 7, 1933 


Arr your cars in these pictures?... 
The cars are new 1933 models, owned by 
somebody. The scenes are in New York— 

in the districts where 70% of the 1933 0 TT cena Oar ee Pa ey tae ee 

New car sales (8 mo.) 1,075—News reaches 49.3). of families 
new car sales have been made. There are 
87 of these districts, with median family 
incomes ranging from $1,800 to $4,500! 
These middle-class districts are the major- 
ity car market of New York City. And the 
© EASTERN PARKWAY, Dist. 10, Bklyn.—Median Family income, $3,977 middle-class family is the best customer 
PCOS Lae el tse 1,116—News reaches 50.6'% of families 

in New York as elsewhere . .. How about 
your advertising picture in the New York 
market? Are the districts which furnish 
most of your sales getting most of your 


advertising? They are—if you use The @ ST. MARY'S PARK, Dist. 2, Bronx—Median family income, $2,592 
New car sales (8 mo.) 351—News reaches 51.8'%. of families 


News . . . Because The News really covers 

this great volume market! And only The 

News covers it! News distribution parallels 

sales distribution. This one newspaper 

, | 3 alone gives you majority coverage in this 

é oie pana ve ba ra pope pease market; gives you extra high reader atten- 
tion; and has the lowest cost—per reader, 

per prospect, per sale! ... Could you use 


some more sales in New York? 


@ GRAVESEND, Dist. 20, Bklyn.—Median family income, 4,160 


New car sales (8 mo.) 493,—News reaches 62.0’: of families 


@ HOLY CROSS, Dist. 17, Bkiyn Median family income, $3,829 


New car sales (8 mo.) 805—News reaches 43.8 of families 


@ WOODSIDE-WINFIELD, Dist. 4, Queens—Median family income, $3,716 


New cor sales (8 mo.) 579—News reaches 59.2‘ of families 


THE 41 NEWS 
Mew Yorks Pictlire Newspaper 


Tribune Tower, Chicago 


Pa TN ake] Ta eer Cr CR CaCO MR ST 2 Kohl Building, San Francisco 
New car sales (8 mo.) 836-——-News reaches 78.2%% of families . rT 1h IT TOW V ~ 
eter 220 EAST 42nd STREET, NEW YORK 
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Parts Makers Continue 


Fight for Code Approval 


(Continued from Page 1) 


Green’s demand for a sixty-cent 
minimum. 

In the light of what previously | 
has been established as the base 
pay scale acceptable to the Ad- 
ministration, Green’s suggested 
fifty-five cent minimum is re-| 
garded in either one of 
two lights; first, simply that it is | 
preposterous or, second, that it 
was made with the idea of asking | 
a lot with the hope of getting | 
at least a little. 

Despite C. C. Carlton’s force- | 
ful and ingenious presentation 
of the APEM brief for the merit 
clause in the proposed code, rated 
as one of the best pleas of its 
kind offered before the NRA 
doubt is expressed that it will 
divert the Administration from 
its flatly enunciated policy of per- 
mitting no more interpretations 
of the labor provisions of the Re- 
covery Act. Many observers here 
saw a clear intimation of this 
result in the question asked by 
Deputy Administrator K. M. 
Simpson upon the conclusion of 
this part of Carlton’s testimony. 
The query put up by the presid- | 
ing official related to whether or 
not the brief had taken cogniz- 
ance of President Roosevelt’s 
ultimatum, induced by the merit 
clause controversy generally, that 
the labor provisions of the act 
must stand as written. 

Labor’s confidence that this | 
rule would apply was evident in 
Green’s statement with reference 
to this provision: “I need not 
spend my time nor your in dis- 
cussing the merit clause which 
appears in Article 7 of the code | 
of this industry as revised for 
public hearing. I understand 
that the Administration is fully | 


In This Corner 


(Continued from Page 4) 
work is done through the inde- 
pendent garage. 

In their Code, it appeared to 
me that by their elimination of 
discounts they anticipated corral- 
ling, through monopoly, an in- 
dustry other than their own, and 
are also trying to govern and 
control the used car business 
which is a separate and basic 
industry. They should have no 
more reason for suggesting what 
should be in the Code governing 
the used car business than they 
would any other merchandise, 
such as real estate, diamonds, 
radios, etc., that they take in 
lieu of cash. And further, the 
fact that they would lend this 
organization no consideration and 
refused to as much as sit in and 
assist us in compiling our Code, 
in hopes of there being no con- 
flicting sections which would in- 
terfere with the free practice of 
both the new and used car busi- 
ness, 


This association is an exclusive 
used car dealers organization, 
which has been in existence since 
1929 and has approximately 200 
members. After some 200 hours 
of hard work, we have compiled 
our Code, as you know. And we 
now have our representative, in 
the person of Corson W. Ide, in 
Washington, D. C., for the pur- 
pose of protecting the rights of 
an exclusive industry. 

Within this State, we have ap- 
proximately 1500 used car estab- 
lishments. The sales in the 
state run about 3% used units to 
every one new unit. Within the 
city limits of Los Angeles, we 
have approximately 125 new car 
dealers and 435 licensed and 
bonded exclusive used car dealers. 


We are in hopes that your 
columns will broadcast this con- 
dition that the same may be 
understood by all readers. We 
particularly object to two sec- 
tions of the NADA Code. First, 
the fact that a particular indus- 
try will use as a measuring stick, 
one written and controlled within 
their group, which could and pos- 
sibly would cause a chaotic con- 


eliminate all such 
superfluous modifications of the 
collective bargaining provisions 
of the Act.” 

With respect to wage terms and 
the merit clause, then, it would 
appear that the two interests, in- 
dustry and labor, are destined 
to receive an even break. 

On the third major provision, 
however, the guess is that the 
manufacturers will be victorious; 
or, at the worst, that they will 
get no more than an even break. 
Labor, convinced that the hours 
in all codes are too long, and 
more vociferous in its demand 
for a change as Winter ap- 
proaches, has asked a thirty-hour 
week as against the average for- 
ty-hour week over a six months 
period requested by the industry. 
The APEM code, getting its 
public hearing in Washington 
coincidental with the annual con- 
vention of the A.F. of L., and at 
the time that the thirty-hour 
week was Labor’s loudest de- 
mand, may find some changes 
made in its work-week provi- 
sions. The maximum loss seen 
in this direction is a four hour 


resolved to 


| cut to the thirty-five to thirty-six 


hour level given the motor car 
manufacturers instead of the 
ten-hour slice demanded. by 
Green. 


Organize Tire Group 

New Philadelphia, Ohio, Oct. 5. 
—The Tuscarawas County Tire 
Dealers’ Assn. was organized at 


la meeting at Reeves Hotel re- 


cently, with Walter E. Leiser, 


| Dover as president and Home 


Morris, of this city as secretary- 
treasurer. 


dition in valuations which would 
immediately result in the flow of 
repossessions to the _ industry. 
Second, that the cost of any au- 
tomobile new would be the fac- 
tory price plus freight rates, based 
on rail rates, although many of 
these cars are shipped by water 
to this vicinity and assembled 
here with a comparatively small 
transportation charge which could 
put the new car dealer in the 
position, as possibly in the past, 
of profiteering on the public by 
forcing them to pay a rate greatly 
in excess of the actual cost, which 
would result in secret rebates 
which we understand is contrary 
to the NRA. 


It should be remembered within 
the last fifteen years that the 
road conditions throughout the 
country together with the fact 
of the increased speed and safety 
of the automobile, has made it 
possible to transport automobiles 
at a price far below that of the 
railroads, also a large percentage 
is via water. The advancement 
of the automobile itself and the 
industry within the last fifteen 
years has been phenomenal. How- 
ever, our railroad facilities have 
improved little, if any, and I 
don’t believe any industry should 
be retarded and have to wait for 
the railroads, or any other in- 
dustry, to catch up. As the Ne- 
braska Senator stated, “if the 
railroad companies are not care- 
ful the wheels of progress are 
going to run over them.” We 
do not believe in dumping new 
cars, and on reading our Code, 
which carries a twenty-five per 
cent minimum gross profit you 


can see how impossible it would | 


be to drive new cars through and 
make twenty-five per cent profit. 


We anticipate fighting to the 
last ditch, if necessary, to have 
the exclusive used car business 
separate and apart from that 
of the new car business of which 
it is not a part. 

Thanking you for past courte- 
sies and hoping the wonderful 
information in your columns con- 
tinues, I beg to remain 


Archie R. Scott, Executive Sec. 

Automobile Dealers’ Assn. of 
Southern California 

Los Angeles, Calif. 
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The Funeral Directors Association of Louisville, 
Imperials, turning in 19 other Cadillac cars. 
This association, which is unique in this country, has used Cadillac cars since 1916 but 


Cadillacs. 
this $65,000 order is the biggest 


Ky., recently purchased 19 Cadillac 7-Passenger 
In addition to these 19, the association owns seven other 


order placed at one time by them. The sale was made by the 


Standard Automobile company, Louisville distributors for Cadillacs and LaSalles. 








Highway Nearly Complete | 

Washington, Oct. 5.—The inter- | 
national highway designed to} 
connect the three South American 
republics of Venezuela, Colom- 
bia, and Ecuador is gradually | 
nearing completion. 


| Sutherland, who resigned. 


| Chevrolet Dealers Meet 

Columbia, S. C., Oct. 6—Ben-| Little Rock, Oct. 5.—Approxi- 
jamin R. Stroup has been appoin-| mately fifty Chevrolet dealers in 
ted director of the motor vehicle} Arkansas and their bookkeepers 
division of the State highway| attended a business meeting at 
department, succeeding Wilbur V.| the Hotel Marion here. M. M. 
Smith was in charge. 


Stroup Appointed | 
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WHILE YOU RIDE 


THE NEW MON ROE 


Direct-Action 


SHOCK ABSORBER 


Weighs 10 to 15 pounds less 
Provides a better ride 


@ Car manufacturers want to reduce the weight of their cars, 
provided that such reduction does not affect performance. 


The New Monroe Direct Action Shock Absorber makes possible 
a weight reduction of from 10 to 15 pounds, yet by scientific con- 
struction the unit is actually stronger than the ordinary shock 
absorber. 


Riding qualities of Monroe equipped cars surpass in comfort any 
shock absorber device formerly used and this point is surely a 


selling advantage of great importance. 


We will gladly send an engineer to consult with you in regard 
to an installation on your experimental cars. Monroes will give 
your cars a better ride—they’ll save weight—and money. 


Monroes weigh 10 to 15 pounds less per set 


An exclusively patented disas- 
sembling feature is incorporated, 
so that the new Monroes can 
be easily serviced, if necessary. 


The Monroe piston rod is not 
packed — so that the loss of oil 
and pressure through wear at 
this point is eliminated. 


Scientific design gives Monroes 
greater strength, although they 
weigh from 10 to 20 pounds less 
than your present equipment. 


Monroe Double Action Shock 
Absorbers have only one mov- 
ing part. 


No packing against high pres- 
sure—this new Monroe design 
eliminates the necessity of high 
pressure gaskets. 

Large oil reserve chamber al- 
ways provides ample oilsupply,: 
insuring proper operation of the 
shock absorbers. 


us 


ou MONROE 


AUTO EQUIPMENT COMPANY 
MONROE, MICHIGAN 








Chevrolet Held 
99,357 Output 
In September 


Detroit, Oct. 6—September pro- 
duction of new cars and trucks 
by the Chevrolet Motor Co. to- 
taled 59,357 units against 20,995 
units in the same month last 
year, W. S. Knudsen, president, 
announced today. 

Production during the first nine 
months of the year totaled 571,781 
units or a gain of forty-five per 
cent over the entire year of 1932. 
The demand continued into Oc- 
tober, Mr. Knudsen said, with a 
probability that October. will 
show a greater percentage gain 
over last year than any other 
month this year has shown. 


Olds Continues 
Percentage Gain 








Detroit, Oct. 6. 
sales figures for the last ten days 
of September showed a sixty-nine 
per cent increase over those for 
the corresponding period in 1932, 
making total sales for the month 
91.5 per cent greater than for 
September of last year, it was an- 
nounced today by Sales Manager 
R. M. W. Shaw. 

“Sales for the first nine months 
of 1933 have totalled forty-three 
per cent greater than for the 
same period of 1932,” said Mr. 
Shaw. “During this period, Olds- 
mobile has increased its percent- 
age of total sales in its price 
range from fourteen to more than 
twenty-seven per cent. Oldsmo- 
bile’s price group includes ten 
other makes of cars.” 


Menten D. Baker Out As 
Rubber Code Authority 


Washington, Oct. 5.—Newton 
D. Baker, former Secretary of 
War, has been dropped from the 
code authority for the rubber tire 
industry, under the revised code 
submitted by tire manufacturers 
of NRA. 

In the code draft originally sub- 
mitted, Mr. Baker was named ar- 
bitrator in all disputes among 
various units of the industry. In 
the new code a steering commit- 
tee of eleven members, with not 
more than three representing 
NRA, is provided. It is further 
provided that no two members of 
the committee shall be affiliated 
with the same member of the 
industry. 

Labor provisions in the new 
draft of the code are substanti- 
ally as originally submitted, NRA 
announced, except that employes 
are allowed to work only 104 
hours annually in excess of the 
maximums, to take care of peak 
production demands, instead of 
124 hours as first provided. 


Abolition of Auto Taxes 


Aid to German Industry 


Washington, Oct. 6.—The ac- 
tion of the German Government 
abolishing taxes on automobiles 
registered on and after April 1, 
1933, has resulted in a notable 
improvement in the status of the 
German automotive industry, ac- 
cording to Vice Consul S. Mor- 
ris, Jr. 


Charles E. Thompson 

Washington, Oct. 6.—Charles 
E. Thompson, of Cleveland, form- 
er president of the Motor Acces- 
sory Manufacturers’ Assn., died 
Wednesday at Emergency Hos- 
pital of a paralytic stroke suffered 
last Saturday. He was sixty-three 
years old. 

Thompson came here several 
days ago for conferences with 
Recovery Administration officials 
regarding a metal trades code. 

Thompson carved a career as 
an industrialist whose pioneer 
work in the development of 
valves for internal combustion 
engines materially aided engi- 
neers in the early perfecting of 
high-powered motors. 


Oldsmobile’s | 
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Capital Show Jan. 13-20; 
Safety Glass Law Urged 


Washington, Oct. 6.—The week 
of January 13-20 has been select- 
ed as the date of the National 
Capital’s annual automobile show. 
Decision to hold the exhibition 
several weeks earlier than ever 
before was reached at the regular 
monthly meeting of the Washing- 
ton Automotive Trade Assn. this 
week. The show will be staged 
at the Auditorium. 


Pittsburgh SAE Meets 


Pittsburgh, Oct. 6.—“Trends in 
Engine Design for Higher Com- 
pression and Fuel Design for Op- 
timum Performance” will be dis- 
cussed by Mr. Fred Speed, Auto 
Executive Director of Ethyl 
Gasoline Corp., at a meeting of 
the Pittsburgh Section of the 
SAE on Tuesday evening, Octo- 
ber 10 at the Pittsburgh Athletic 
Club. Dr. Wm. A. Gruse, in 
charge of petroleum research 
at the Mellon Institute of In- 
dustrial Research will conduct the 
discussion. 














Willard F. Rockwell, president of the Timken-Detroit Axle Co., who | 
following his return from a coast to coast trip made mostly by air- | 
plane, reports that the scrapping of a large number of vehicles has 
placed the second hand market in a very good position. Mr. Rock- 
well is shown above at the left with Betty Rockwell, Bebe Daniels, 
Ben Lyons and Emily Hahn of flicker fame. Mr. Rockwell sailed 
Tuesday for a trip to England and the Continent to investigate 
export conditions. 


Truck Listings 
Show Increase 


Oklahoma City, Oct. 5.—Figures 
made public September 27 by 
Chairman Melven Cornish of the 
Oklahoma Tax Commission show 
an increase of more than 8,000 
trucks registered in the state 
over a year ago. 

The report, also showing in- 
creases in registrations for pri- 
vate cars and tractors, listed 51,- 
367 trucks registered during the 
first seven months of 1933 against 
only 43,026 for the same period 
last year. 


Private car registrations in- 
creased at the same time from 
354,630 to 355,895 and tractors 
from 23,544 to 24,938. 


Temporary registrations for vis- 
itors to the state this year so far 
total 1,321, and 2,510 trailers are 
registered. No comparative fig- 
ures are available, as the state 
law did not require registrations 
of those two classifications last 
year. 











Ooming? 





A book of maps (now on the press) from TIME... 


showing where TIME-readers live . . . maps showing 


what five advertising agencies discovered in Grade A 


grocery stores ... maps spotted with TIME adver- 


tisers . . . maps teeming with merchandising helps 


. . . and many others ... Register your name now 


for a copy of *““TIME .. . Today—Tomorrow,”’’. . . It 


demonstrates, pictures, proves that 


IN 





TIME 


The Weekly Newsmagazine 


1934 WILL BE MORE THAN EVER A SELLING MEDIUM 
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(Continued from Page 1) 
chine rather than shouting from 
the housetops what he intended 
to do. 

Now it can be told and the re- 
cital of accomplishment cannot 
help but place another wreath of 
laurel on the brow of Grant, who 
already had carved a niche for 
himself in the Hall of Fame as a 
past master of the art of sales- 
manship. 

Grant was one of the first to 
sense these changing times of 
ours, which mean changing meth- 
ods of selling. Bold leader that 
he is, he studied his charts and 
graphs. He found that in 1929 
the automobile industry sold 3,- 
880,247 passenger cars. 
years following volume slipped 
each year until in 1932 only 1,- 
096,339 units were sold. 


In car lines, particularly out- | 


side of the lowest price class, this 
meant a tremendous shrinking in 
manufacturers’ volume and also 
the average volume of each 
dealer representing each line. 
This changed condition, 


increased beyond the point of 
good business; second, a cut in 
organization in attempting to 
keep down commercial expenses 


to the point where organizations | 


became ineffective because of 
shrinking size. 
The Origin of the Idea 

“These difficulties were felt by 
the three divisions of General 
Motors now constituting B. O. P. 
—Buick, Oldsmobile and Pontiac” 
—said Mr. Grant as he took this 
writer behind the scenes as it 
were and told the story of the 
Cesarian operation that brought 
multiple dealerships to the fore 
and which, figuratively speaking, 
saved mother and child. 

“Just as the company’s organ- 
izations were affected, so were 
the dealers affected. Their places 
of business and their fixed over- 
heads were too high to be able 
to stay in business on the revenue 
on one line of cars. It was quite 
apparent that to save many of 
the dealers’ investments, two 
lines of cars would have to be 
handled. It was known by ex- 
perience that the only successful 
way to handle two lines of cars 
was through a unified manage- 
ment. Adequate service repre- 
sentation was also jeopardized if 
the dealers’ investments were not 
protected. 

“The formation of B. O. P. 
solved all these difficulties. Com- 
mercial expense was brought in 
line and a strong unified organ- 
ization was set up. Many dealers 
were given the opportunity to 
handle more than one line of cars 
which placed them in a position 
to get relief in due time, and 
these dealers who were handling 
more than one line were brought 
under one effective management. 

“There remained one question 
that no one could approve or dis- 
approve. ‘Could a dealer handle 
two lines of cars and do credit to 
both, and sell both lines with a 
sufficient degree of efficiency to 
be considered a satisfactory out- 
let for both lines?’ This question 
can be argued with equal force 
by the exponents of either side 
of the argument. 

“In arguing this question intel- 
ligently, it is necessary to have 
an intimate and deep knowledge 
of the methods used, and the psy- 
chology that exists in the auto- 
mobile market. It still might be 
appropriate to argue the question 
if the results of the operation 
were not available.” 

Proving His Argument 

Then Mr. Grant proceeded to 
prove his argument that consol- 
idation of dealers’ efforts is one 
way of meeting these changing 
times of ours. Continuing his re- 
port of his stewardship, he said: 


1, 1932. 
ization was necessary in that 
year. Its record was good com- 
pared with the automobile busi- 
ness generally. However, it 
probably is a much fairer meas- 
uring stick of the success of B. 





In the| 


Grant | 
argued, brought up two difficul- | 
ties: First, a commercial expense | 


| lines is the eight months’ record 


| Pontiac 


| has 


| other 


| time. 

“The Buick-Olds-Pontiac Sales | 
Co. started in business on April | 
A great deal of reorgan- | 
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B. .O.P. Proves Value of Combined Dealerships 


R. H. Grant, moving spirit beh 
over the 


O. P. results to take the first 
eight months of 1933 as such a 
measuring stick than to quote 
1932 records, but these 1932 rec-| 
ords of course are available for 
anyone who is interested in them. 


“Let me cite a few facts that | 
prove the success of B. O. P. In | 
the automobile business, for the | 
sake of clearer registration sta- | 
tistics, the industry is divided | 
into four fields—low-priced, lower | 
medium, upper medium and high 
priced, so I quote the average per 
cent of price class obtained by 
Buick 60, 80, and 90 over a five 
year period; the Buick 50 during | 
its history before B. O. P. was| 
formed; Oldsmobile for five years | 
and Pontiac for five years. | 
Against this five-year average | 
showing the various percentages 
of price class enjoyed by these 


of 1933: 
1928 to August 
1932 Year to 
Inclusive date 1933 | 
Buick 60, 80, 90. 38.2% 59.5% 
Buick 50 20.5 
Oldsmobile 27.3 
7.0 
*Four year average, beginning | 
with Marquette in 1929. 
“Now I give you the volume of | 
business done by these lines in| 
1932 with a projected comparison | 
of 1933 results: 





1933, 
estimated | 
50,000 
36,000 
85,000 


1932 

48,480 
. 24,608 

48,678 


Oldsmobile 
Pontiac 


E 122,126 171,000 
Substantial Net Profit 
“In addition to these records of | 
outstanding performance, the B. | 
O. P. dealer organization in 1933 | 
as compared with a heavy loss in | 
the previous two years. 
“It is apparent from these fig- | 
ures that the success of B. O. P. | 
been an outstanding one. | 
These records may have been | 
beaten at some time in automo- | 
bile history, but certainly no | 
three cars under one manage- | 
ment ever has had such a rec- | 
ord.” 
This ended my talk with Mr. 
Grant but there were several 
questions for which I 
sought answers in the organiza- | 
tion and analysis department. [| 
wanted to know how many deal- | 
ers there were in each of the} 
units before B. O. P. was formed | 
and how many at the present | 
The answer came in tab- 
ular form, thusly: 
Pon- 
Buick Olds tiac Total 
Sept. 1, 1933.2,105 2,448 2,330 6,883 | 
April 1, 1932.2,102 1,575 2,264 5,941 
3 "873 66 942 
multiple dealer- 


Net increase 
“How many 





ships has B. O. P., divided by 


| lower 


ind the BOP plan, looks back 
record 


makes?” I asked and I got this 
information as of Aug. 31, 1933: 
Buick-Pontiac, 1261; Olds-Chev- 
rolet, 1404; Olds-Cadillac, 128; 
Buick-Olds, 85; Buick-Olds-Pon- 
tiac, 266; Buick-Chevrolet, 172; 
Buick-Cadillac, 18; Olds-Pontiac, 
70; Pontiac-Chevrolet, 37; Pon- 
tiac-Cadillac, 29; duals with com- 
petition, 225; Chevrolet-Cadillac, 
4. 

“Have you been able to hold 
higher priced prospects by sell- 
ing them lower priced cars and 
vice versa?” was another and 
this brought forth: “Yes, this has 
worked both ways. While there 
are no definite figures available, 
expressions received from the 
field tell of the advantages of 
having a lower priced car to sell 
if the prospect cannot purchase 
the higher priced line he pre- 
viously owned. Also, in some 
fewer instances, prospects for the 
priced lines have been 
switched to a more expensive 
make.” 


Service Revenue Increased 

And then, “Has the dual dealer 
increased his service revenue by 
having more than one make to 
service?” To which the reply 
was, “Yes, we know this to be 
definitely so.’ 


‘STAI NLESS STEELS STAIN 


will make a substantial net profit | | 





| Gundry 





The success of B. O. P. was 
not attained without an efficient 
organization back of it. R. H. 
Grant built up a powerful ma- 
chine and had it hitting on all 
cylinders when, having finished 
his B. O. P. job he retired as B. 
O. P. vice-president and director 
of sales to resume, a few months 
back, to devote his entire time to 
his duties as vice-president in 
charge of sales of General Motors. | 


As the management is now 
constituted, William A. Blees has 
assumed full responsibility as 
general sales manager for the 
company, supported by the fol- 
lowing organization: Courtney 
Johnson, assistant general sales 
manager; John E. Grimm, Jr., 
assistant to Mr. Blees in charge 
of advertising and sales promo- 
tion; A. H. Bartsch, service man- 
ager; W. R. Huber, sales promo- 
tion manager; M. J. O’Connor, 
Jr., in charge of business man- 
agement; L. L. Johnson, in 
charge of analyzation and statis- 
tics; R. E. Griffin, in charge of 
car distribution. 


B.O.P.’s Sales Personnel 

In addition to the above organ- 
ization, each car line has an or- | 
ganization devoting its entire 
time and effort to a respective 
product. W. F. Hufstader, sales 
manager of Buick, is supported 
by C. C. LeWald as advertising 
manager; A. L. Jordan as sales | 
promotion manager, and A. H.| 
Sarvis as distribution manager, 
located at the Buick plant in 
Flint. 

R. M. W. Shaw is sales man-| 
ager of Oldsmobile, V. C. Havens 
advertising manager, M. P. Vor- 
berg sales promotion manager 
and T. R. Taffee distribution 
manager, located at the Olds | 
plant in Lansing. 

R. K. White is sales manager | 
of Pontiac, R. H. White adver- | 
tising manager, S. C. Bray sales 
promotion manager and R. T. 
plant distribution man- 
ager, located at Pontiac. 

Supervision of the dealer or- 
ganization in the field is handled 
through seven regional organiza- 
tions as follows: H. J. C. Miller, 
eastern; R. L. Myers, home office; 
H. A. Trevellyen, central; H. J. 
Cupper, southeastern; H. C. Gil- 
lespie, southwestern; O. L. Ar- 
nold, western; G. R. Jones, Pa- 
cific. 

Operating under the seven re- 
gions are thirty-five zone and 
branch managers who are sup- 
ported by assistant zone man- 
agers, office managers, car dis-| 





tributors, sales promotion man- 
agers, business management 
managers, parts and service man- 
agers, and a total of 226 district 
field representatives. 


Pontiac Sales 
32,000 Higher 
Than ’°32 Mark 


Detroit, Oct. 6.—September re- 
tail sales of the Pontiac straight 
eight, exceeding by more than 
5,000 cars the September figure 
of last year, have brought the 
total for the first nine months to 
a point exactly 32,000 units above 
Pontiac retail deliveries in the 
same period of 1932. 


These facts were released by 
Sales Manager R. K. White after 
receipt of final Pontiac sales fig- 
ures for the last ten days of Sep- 
tember which revealed an in- 
crease of 1,758 units over the 
same ten days of 1932, as against 
increases of 1,662 and 1,604 units 
respectively for the first and sec- 


| ond ten-day periods of the month. 


“Pontiac, now the largest sell- 
ing straight eight in the world, 
is contributing strongly this year 
to the growing trend toward 
straight eight design,” said Mr. 
White. 


Buick Reports 


September Sales 
1,400 Above 1932 


Detroit, Cct. 6—W. F. Hufsta- 


| der, Buick sales manager, reports 


a continuous strengthening in 
Buick retail sales, with complete 
September figures marking a defi- 
nite increase over those of last 
year. 

“September sales,” says Mr. 
Hufstader, “show a most satis- 
factory volume, especially as 
compared with the same month 
a year ago. Total for the month 
is over 1,400 cars ahead of that 
of September of last year, which 
is an increase of naturally grat- 
ifying proportions. Our dealers 
universally find their stocks of 
new cars in proper balance. It is 
too early to make predictions 
for October, but our feeling is 
that Buick will continue and 
strengthen leadership in terms of 
percentage of price class.” 








STAINLESS STEELS STAIN 








Nation’s Buy 





ee a ene 





AUTOMOTIVE DAILY NEWS, SATURDAY, OCTOBER 7, 1933 


ing Power 


Refuses To Slacken 


Detroit, Oct. 6.— The buying 
power of the entire nation is 
steadily mounting, John W. Sco- 
ville, chief statistician of the 
Chrysler Corporation, said today 
in reporting September sales hy 
dealers representing Chrysler, 
Dodge, DeSoto and Plymouth au- 
tomobiles. 

“Using the automobile industry 
as a standard, and it has always 
been a good guide in the past, we 
can see no slackening in the 
steady increase of public buying 
power,” he said. 

“In the week ending September 
30th, our domestic dealers sold 
more than 13,300 new automobiles 


SAE Announces 
Heavy Schedule 


New York, Oct. 5.—One of the 
most ambitious and important 
programs ever arranged by the 
Metropolitan Section, or any Sec- 
tion of the Society of Automotive 
Engineers, has just been released 
at Society Headquarters here. 


At present the program calls 
for the following meetings, but 
is subject to slight alterations 
and possible additions: 


October 19, Hotel New Yorker, 
8 p. m.; subject: Automotive Rail- 
cars; speaker, William B. Stout, 
chairman, Lowell H. Brown. 


November 16, Hotel New 
Yorker, 8 p. m.; subject: Trans- 
Atlantic Air Service; speaker (to 
be selected); chairman, Clarence 
Chamberlin. 

December 14, Hotel New 
Yorker, 8 p. m.; subject: Recent 
Developments in Transmissions; | 
speaker (to be selected); chair- | 
man, Carl F. Scott. 


January (date not yet settled, 
but probably during the Motor 
Boat Show); subject: (unsettled, 
but probably dealing with Mo- 
tor Boat topic), chairman, W. E. 
John. 

February 15, Hotel New Yorker, 
8 p. m.; subject: Latest Develop- 
ments in Fuel Injection Engines 
(not limited to Diesel types), 
speaker to be selected; chairman, 
Joseph A. Anglada. 

March 15, Hotel New Yorker, 
8 p. m.; subject: and other de- 
tails unsettled. 

April 19, Hotel New Yorker, 8 
p. m.; subject: Trends and Fu- 
ture Developments in Truck De- 
sign; speaker not selected; chair- 
man M. C. Horine. 

May 17, Place to be announced. 
Meeting to be preceded by in- 
spection and informal tests of 
latest models of all cars by sec- 
tion members. Subject: A Criti- 
cal Study of Car Design; speaker, 
Austin M. Wolf; chairman, Her- 
bert Chase. 

The May meetings will be a 
distinct innovation for the Metro- 
politan Section if not for any Sec- 
tion of the Society, as it will give 
members of the Section an op- 
portunity to gain a firsthand ac- 
quaintance with all the latest 
cars, to drive them, and to come 
to the meeting prepared _ to 
criticise or commend them and| 
to express views concerning de- 
sirable improvements. 





Ford “8” and ‘4’ 


Win Mexican Road Test 


Loredo, Oct. 6.—Three Ford 
cars—two V-8’s and a 1931 “four” 
—won the first three places in the 
famous Laredo-Monterrey road 
race sponsored by the Mexican 
Automobile Assn., an affiliate of 
the American Automobile Assn., 
according to official reports of the 
race received here today. 

The two V-8s established the 
fastest time on record for the 
course. The third Ford won the 
same position in the Class B 
event of the original road races 
which formally opened the new} 
Pan-American highway between | 





Laredo and Monterrey three years 
ago. | 


to the public. This is nearly five 
times the sales of new cars for 
the corresponding period of 1932, 
and almost double the sales for 
the best week in the peak year of 
1929. In fact, this represents a 
new high in weekly sales for 
Chrysler units—the best week’s 
business in more than five years. 

“The last week in August of 
this year more nearly approached 
this figure than any previous 
week’s business in several years,” 
he explained. “With September 
and August as a rule not peak 
months in automobile sales, we 
feel that these gratifying sales 
increases coming as they do from 
every part of the country, indi- 
cate general buying power. 


“Used car sales by these dealers 
were also at high levels,” he 
added. “Preliminary figures now 
indicate that last week set a new 
high for all times in used car 
sales as well.” 








BUILDING A MINIATURE Dodge coupe won an audience with 
K. T. Keller, president of Dodge Brothers Corp., for Oscar and Mich- 
ael Doering, 20 and 21 years old of Chicago. The miniature is com- 
plete in every detail with moveable windows, piano-hinged hood, 
floating-power engine, rubber tires, windshield wiper, door latches, 

‘etc. The model required over a year for construction. 


—— inant 


Sept. 33 Truck 
Shipments Set 
2-Year Record 


South Bend, Oct. 6.—It was an- 
nounced here by the Studebaker 
Pierce-Arrow Export Corporation 
that truck shipments for Septem- 
ber of this year were the largest 
since August, 1931—a two-year 
record! 

All trucks of the Studebaker 
group —Studebaker, White and 
Indiana—contributed in establish- 
ing this definite and enviable rec- 
ord. Shipments of White trucks 
to overseas markets reached the 
highest peak since April, 1931. 

This September record marks 
another step in the gradual in- 
crease of Studebaker export busi- 
ness, which began early in 1932. 


Matteson Elected 
Belmont, N. Y., Oct. 5.—Fred 
Matteson of Belmont has been 
elected president of the recently 
formed Allegany County Motor 
Truck Assn. 





HupmosiLe SALES show 
a substantial increase 





Recent months are bringing an impressive in- 


crease in Hupmobile shipments. Here are the 


figures, which dealers will find most significant: 


a> 527 INCREASE IN TOTAL 


June, July, August, 1933, against 
same period 1932 


——> 104% INCREASE FOR AUGUST 


against August, 1932 


a> $17 INCREASE IN EXPORT 


What caused this sharp upturn? Not alone better 


business conditions, but bigger values in Hupmobile. 


Careful buyers are rapidly finding that Hupmobile 


has reached a goal often aspired to but seldom 


June, July, August, 1933, against 
same period 1932 


attained—genuine quality at prices which upset 


former standards of value. 


cms THE CAR OF THE CAREFUL 


HUPMOBILE 


The future guarantees attractive returns to 
Hupmobile dealers. Acquaint yourself with the 
Hupmobile line. Find out at once what territory 
is available near you. Ask for terms of what has 


been called ‘the Industry’s Fairest Franchise.” 


HUPP MOTOR CAR CORPORATION ... Detroit, Mich. 


TNVE STO Rs cms 
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Approved De Dealer Code Closely Follows Early Text 


(Continued from Page 1) 
ployed in any retail automotive 
establishment. 

The base pay rate for me- 
chanics is set at fifty cents an 
hour except for such work as 
paid less on July 15, 1929, in 
which case the minimum shall be 
not less than forty cents. 
a guaranteed minimum, in each 
case, regardless of whether the 
employe is paid on a time rate, 
flat rate, or any other basis. 

The code guarantees drawing 
accounts of from $10 to $17.50 for 
salesmen on commission, the size 
of the city determining the rate 
that shall apply. Thirteen dollars 
is set as the minimum for other 
employes in establishments in the 
smaller communities, $15 in cities 
of 500,000 or more population. 

One of the most significant re- 
visions of the code, as compared 
with that on which the public 
hearing was held, is that which 
brings the exclusive used car 
dealer under its provisions. Repre- 
sentatives of this class of dealers 
insisted at the hearing that, hav- 
ing no part in the draft of the 
dealers’ code, they should be al- 
lowed to present a charter apply- 
ing to their specific field. 

In refusing to accede to this 
request, the NRA grants the ex- 
clusive used car dealer represen- 
tation on the administrative au- 
thority for the code. It is pro- 
vided that in each state set-up 
one of the five members of the 
State Advisory Committee shall 
be elected by the exclusive used 
car dealer group. On the Emerg- 
ency National Committee, com- 
posed of the chairmen of each 
State Advisory Committee, it is 
further provided that the used 
car dealer group shall have five 
members. The code provides, too, 
that the Emergency National 
Committee shall select another to 
be known as the National Control 
Committee, one of whose four 
members shall be an exclusive 
used car dealer. 

The code sets up the National 
Automobile Dealers’ Assn. as the 
agency for compiling the official 
guide, the official authority on 
used car allowances. It is re- 
quired that all dealers shall abide 
by this list of prices less a mini- 
mum selling, handling and re- 
conditioning charge of five, ten 
or fifteen per cent, depending 
upon the series model of the car. 

A provision inserted in the final 
code which was not in the docu- 
ment upon which the _ public 
hearing was held recognizes the 
justice of a plea made by the 
representative of the Consumers’ 
Advisory Board. It reads as 
follows: 

“A dealer shall on delivery of a 
new car from the manufacturer, 
inspect and ascertain that the 
speedometer on the new car is 
connected before using the car 
for any purpose. A dealer shall 
not disconnect the speedometer 
or permit it to be disconnected. 
The purpose of this provision is 
to insure the customer having 
full knowledge of the mileage 
traveled by the motor vehicle 
which is offered for retail sales.” 

The full text of the revised code 
as approved by the President 
follows: 

Article I. Purpose. 

This Code is adopted for the 
purpose of increasing employ- 
ment, establishing fair and ade- 
quate wages, affecting necessary 
reduction of hours, improving 
standards of Labor and eliminat- 
ing unfair trade practices to the 
end of rehabilitating the motor 
vehicle retail trade and enabling 


it to do its part toward establish- | 


ing that balance of trades which 
is necessary to the restoration 
and maintenance of the highest 
practical degree of public welfare. 
It is the declared purpose of the 
motor vehicle retail trade to 
bring, insofar as may be practi- 
cable the rates of wages paid 
within the motor vehicle retail 
trade to such levels as are neces- 
sary for the creation and main- 
tenance of the highest practica- 
ble standard of living; to restore 
the income of enterprises within 
the trade to levels which will 

















make Texan aie the payment of 
such wages and avoid further de- 
pletion and destruction of capital 
assets; and from time to time to 
revise the rates of wages in such 
manner as will currently reflect 
the equitable adjustment to vari- 


This is | ations in the cost of living. 


Article II. Definitions. 

Wherever in this Code, or in 
any proceeding under or in con- 
nection with this Code, the fol- 
lowing words or terms are used, 
they shall be deemed and taken 
to have the meanings ascribed to 
them as follows: 

The word “Dealer” includes, but 
without limitation, any individual, 
partnership, association, trust or 
corporation engaged in whole or 
in part in the business of motor 
vehicle retailing. 

The term “Exclusive or Inde- 
pendent used car Dealers” shall 
mean a dealer selling used motor 
vehicles, who may likewise serv- 
ice or repair such used motor ve- 
hicles, and who does not hold an 
authorized new car dealer’s fran- 
chise. 

The term “Motor Vehicle Re- 
tailing” shall mean the business 
of retailing new or used motor 
vehicles, and the servicing or re- 
pairing of new or used motor ve- 
hicles by persons engaged in re- 
tailing new or used motor ve- 
hicles. 

The term “Motor Vehicles” as 
used herein means automobiles, 
including passenger cars, trucks, 
truck tractors, buses, taxicabs, 
hearses, ambulances and other 
commercial vehicles, for use on 
the highway and excluding mo- 
torcycles, fire apparatus, and 
tractors other than truck tractors. 

The term “Association” as used 
herein means National Automo- 
bile Dealers Association, a trade 
association incorporated under 
the laws of Illinois, having its 
principal office at No. 1010 Pine 
Street, St. Louis, Missouri. 

The term “President” shall 
mean the President of the United 
States. 

The term “Administrator” shall 
mean the Administrator § ap- 
pointed under Title 1 of the Na- 
tional Industrial Recovery Act. 

The term “Act” shall mean the 
National Industrial Recovery Act 
of 1933. 

The term “Code” shall mean 
the Code of Fair Practice of the 
Motor Vehicle Retail Trade. 

The term “Member of the 
Code” shall mean and include any 
member of the Motor Vehicle Re- 
tailing Trade who shall signify 
assent to this Code. 


Article II. Employment 
Regulations. 
a. Labor. 


(1) Employees of the motor ve- 
hicle retailing trade shall have 
the right to organize and bargain 
collectively through representa- 
tives of their own choosing, and 
shall be free from the interfer- 
ence, restraint, or coercion of 
employers of labor, or their 
agents, in the designation of such 
representatives or in self-organ- 
ization or in other concerted ac- 
tivities for the purpose of collec- 
tive bargaining or other mutual 
aid or protection. 

(2) No employee of the motor 
vehicle retailing trade and no one 
seeking employment shall be re- 
quired as a condition of employ- 
ment to join any company union 


| or to refrain from joining, organ- 


izing, or assisting a labor organ- 


| ization of his own choosing; and | 


(3) Employers shall comply 


| with the maximum hours of la- 
bor, minimum rates of pay, and | 


other conditions of employment, 
approved or prescribed by the 
President. 

b. Wages and Hours. 

(1) No person under sixteen 
years of age shall be employed in 
the motor vehicle retailing trade, 
provided, however, that where a 
State law provides a higher mini- 
mum age, no person below the 
age specified by such State law 
shall be employed within that 
State. 

(2) No employee (except out- 
side commission salesmen and 











watchmen) shall be employed for 
more than 44 hours in any one 
week. These maximum hours re- 
fer to the availability of the em- 
ployee in the shop or premises of 
the employer at the latter’s re- 
quest, whether or not the em- 
ployee is actively engaged in spe- 
cific tasks throughout’ these 
hours. ‘All places of business 
shall be kept open not less than 
52 hours a week, unless such 
hours were less than 52 hours per 
week before July 1, 1933, and in 
which case such hours shall not 
be reduced at all. 

(3) The maximum hours fixed 
in the foregoing paragraph (2) 
shall not apply to salaried em- 
ployees in a managerial, execu- 
tive, or supervisory capacity who 
receive $30.00 per week or more. 

(4) Not to pay any employees, 
except as hereinbelow provided, 
less than $15.00 per week in any 
city of over 500,000 population, or 
in the immediate trade area of 
such city; nor less than $14.50 per 
week in any city of between 250,- 
000 and 500,000 population, or in 
the immediate trade area of such 
city; nor less than $14.00 per 
week in any city of between 2,500 
and 250,000 population, or in the 
immediate trade area of such 
city; nor less than $13.00 per 
week in towns of 2,500 or less, 
except that one washer or greaser 
or porter or helper or aged or 
physically handicapped worker 
may be employed at less than 
$13.00 per week in such establish- 
ment; and except that in estab- 
lishments employing more than 
19 employees, the number of such 
employees who are paid less than 
$13.00 per week may equal but 
not exceed ten per cent of the 
total number of employees in any 
such establishment; and provided 
further that no employee shall 
be paid less than $13.00 per week, 
who was not receiving less than 
this wage on August 1, 1933; and 
provided further that the wages 
of any employee receiving less 
than $13.00 per week shall be in- 
creased by at least 20 per cent, 
despite his shortened hours, pro- 
vided, however, that no employer 
is required to raise the wages of 
any such employee above $13.00 
per week. 

(5) Full time outside salesmen, 
who are unrestricted as to hours 
and receive remuneration on a 
commission basis, shall be guar- 
anteed a drawing account of not 
less than $17.50 a week in any 
city of over 500,000 population, or 
in the immediate trade area of 
such city; nor less than $15.00 
per week in any city between 
250,000 and 500,000 population, or 
in the immediate trade area of 
such city; nor less than $12.50 per 
week in any city between 2,500 
and 250,000 population, or in the 
immediate trade area of such 
city; and in towns of less than 
2,500 population all salesmen 
shall be guaranteed not less than 
$10.00 per week. 

An apprentice salesman is ex- 
cepted from this guaranty until 
he has served at least three 
months—two months of which 
must be served with employer 
last employing him. Such ap- 
prentices shall be limited to one 
for each ten regular salesmen, or 
fraction thereof. 


Population and trade area for | 
the purpose of this article shall | 


be determined by reference to the 
1930 Federal census; 


the Emergency National Com- 


mittee with the approval of the | 
the | 


Administrator shall have 
power to alter trade areas. 


(6) No mechanic employed in | 
| this trade shall be paid less than | 


50 cents per hour unless the 
hourly rate for the same class of 
work on July 15, 1929, was less 
than 50 cents per hour, in which 
latter case such mechanic shall 
be paid not less than the hourly 
rate of July 15, 1929, and in no 
event less than 40 cents per hour. 
The weekly minimum wages es- 
tablished in paragraph (4) above, 
shall also apply to the mechanics 
covered by this paragraph (6). 
(7) Paragraph (4) and para- 
graph (6) establish guaranteed 





except that | 





minimum wages regardless of 
whether the employe is compen- 
sated on the basis of a time rate 
or a flat rate performance or 
otherwise. 

(8) No dealer shall reduce the 
compensation for employment 
now in excess of the minimum 
wages hereby provided (notwith- 
standing that the hours worked 
in such employment may be 
hereby reduced) and each dealer 
shall increase the pay for such 
employment by an equitable re- 
adjustment of all pay schedules. 

(9) No dealer shall use any 
subterfuge to frustrate the spirit 
and intent of this Code which is, 
among other things, to increase 
employment, to remove obstruc- 
tions to commerce, and to shorten 
hours and to raise minimum 
wages for the shorter week to a 
living basis. 

(10) No dealer shall increase 
the price of any merchandise sold 
after the date hereof over the 
price on July 1, 1933, by more 
than is made necessary by actual 
increases in wages, or invoice 
costs of merchandise, or by taxes, 
since July 1, 1933, and in setting 
such price increases, each dealer 
shall give full weight to probable 
increases in sales volume and to 
refrain from taking profiteering 
advantage of the consuming 
public. 

(11) The maximum hours here- 
in above provided mark the total 
number of hours which may be 
worked by any employe; whether 
he works for one or more em- 
ployers; provided, however, that 
if any employe works more than 
such aggregate maximum with- 
out the knowledge or connivance 
of any one of his employers, such 
employer shall not be deemed to 
have violated this paragraph. 

(12) No employe shall be classi- 
fied in any of the excepted classes 
herein above, unless such employe 
performs duties identical with 
those performed by employes thus 
classified on June 16, 1933. 

Article IV. Trade Regulations 

The provisions of this section 
will cover the following products: 
Passenger cars, trucks and com- 
mercial vehicles with bodies of 
%-ton capacity and less, or such 
other capacity limitation as may 
be deemed proper by the Admin- 
istrator. 

A. Used Car Allowance 

In an effort to prevent sales 
below cost, heretofore due to un- 
fair competition that has resulted 
in the dissipation of the large 
part of the capital originally in 
this trade and has accumulated 
large losses since 1926, this trade 
agrees to regulate itself so as to 
return profit possibilities and sup- 
port increased wages and short- 
ened hours. 

Giving consideration to the 
public interest and to prevent 
sales below cost, it is hereby 
provided: 

(1) That the value of any model 
of used motor vehicle, either pas- 
senger or commercial, shall be 
the average price that the public 
in any given market area is then 
paying for such vehicle as ascer- 
tained by the Association from 
sworn statements of all actual 
retail sales to consumers, subject 
to the approval of the Adminis- 
trator. The Association shall 
publish the average prices thus 
ascertained approximately every 
sixty days. In order to insure 
fair average value in the interest 
of the consumer, published aver- 
ages shall be computed for the 
preceding period and there shall 
not be included in computing 
such average that twenty per 
cent of sales which represented 
the lowest sales of all actual sales 
reported in the previous period. 

(2) That no dealer shall, di- 
rectly or indirectly, or by subter- 
fuge, accept in trade any used 
vehicle at an allowance price of 
more than its value as ascer- 
tained in paragraph (1) above, 
less a minimum selling, handling, 
and reconditioning charge, ac- 
cording to the following schedule: 

(a) Five per cent of the al- 
lowance price as determined in 

parag:aph (1) above, on (x) the 





current series model, or (y) the 
preceding series model. 

(b) Ten per cent of the al- 
lowance price as determined in 
paragraph (1) above on the 
model preceding, the two mod- 
els described in paragraph (2) 
sub-section (a) above, namely 
(x) and (y). 

(c) Fifteen per cent of the 
allowance price as determined 
in paragraph (1) above, on all 
models other than the three 
models described in sub-sec- 
tions (a) and (b) above. 

(3) To provide a record for the 
establishment of used car allow- 
ances in paragraph (1) above, 
there shall be provided in each 
logical trading area of the United 
States an Official Guide, which 
shall be provided by the Associa- 
tion which shall be known as the 
Association Official Guide and 
shall be recognized as the au- 
thority for such allowances, and 
which shall be based upon actual 
sales in each trading area for the 
period of approximately sixty 
days preceding the date on which 
the compilation of the official 
guide is started, as hereinabove 
provided. 

(4) There shall be used as a 
basis of establishing allowance 
values, as provided in paragraphs 
(1) and (2) above, the principle 
of averaging actual sales at re- 
tail to consumer for the preced- 
ing period. Since this will, in 
isolated instances, by reason of 
very few or no sales on particular 
models, leave a need to establish 
a guide figure on such models, the 
following method of determining 
the allowance values will be pur- 
sued for the public protection, 
namely, 

(a) If any model of motor 
vehicle described in the Official 
Guide shows five or more sales 
at retail to consumer within the 
district in any period, then the 
average figure published be- 
comes the maximum allowance 
for the ensuing period. 

(b) If any model of motor 
vehicle has less than five sales 
at retail to consumer within the 
district for the period then the 
new car dealers handling this 
particular make car within this 
district shall establish its al- 
lowance value, the same to be 
so published in the report. 
These figures to be subject to 
approval of the Advisory State 
Committee and the Adminis- 
trator. 

(c) If any make or model or 
motor vehicle is not represent- 
ed in the district or is no 
longer manufactured and less 
than five sales at retail to con- 
sumer are reported on each or 
any model of such car, then the 
Advisory State Committee, sub- 
ject to the approval of the Ad- 
ministrator, will set the figure 
based on what like models of 
other makes sell for in the 
district. 

(5) No retailer shall use adver- 
tising, whether printed, radio, dis- 
play or of any other nature, which 
is inaccurate in any material par- 
ticular or misrepresents mer- 
chandise (including its use, trade- 
mark, grade, quality, quantity, 
size, origin, material, content, or 
preparation or credit terms, 
values, policies, or services); and 
no retailer shall use advertising 
and/or selling methods which 
tend to deceive or mislead the 
customer. 

(6) No retailer shall use adver- 
tising which refers inaccurately 
in any material particular to any 
competitor or his merchandise, 
prices, values, credit terms, poli- 
cies or services. 

Fair trade practice rules for 
other products of this Code will 
be covered in the supplemental 
Code of Fair Trade Practices to 
be submitted. 

B. Marketing Rules 

The following Marketing Rules 
shall take effect thirty days after 
the approval by the President: 

(1) No dealer shall sell a new 
car at retail to a consumer for 
less than factory list prices, plus 
an amount equal to 


(Continued on next page) 
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(a) Equipment at listed 
prices. 

(b) All taxes paid by dealer 
applicable to the motor vehicle 
sold. 

(c) Average cost of trans- 
portation from factory of said 
dealer or shipments received by 
said dealer during a sixty-day 
period as shown by sworn 
statement of said dealer. 


(d) Dealer’s actual cost of 
handling (including such items 
as (w) unloading, (x) assem- 
bling, (y) conditioning for de- 
livery, and (z) interest actually 
paid by said dealer, but not to 
exceed ninety days on cost of 
transportation. 


The only exceptions to these 
prices shall be sales to proprie- 
tor’s immediate families, or 
members of his organization when 
for the personal use of such 
buyer. Motor vehicles sold to 
employes for use in their employ- 
er’s business as demonstrators or 
executives’ cars, and cars used as 
demonstrators by dealers, must 
be so registered with their trade 
association, or with the State Ad- 
visory Committee, demonstrators 
and executive cars shall not be 
sold to a consumer at retail for 
less than the full retail price ex- 
cept when they have been in use 
for a period of at least sixty 
days, from the date of registra- 
tion, as aforesaid, and have had 
at least 3,500 miles actual road 
usage, or when the manufacturer 
has made public announcement 
of a change in model. 


(2) No dealer or representa- 
tive shall offer or give any dis- 
count, gratuity, commission, serv- 
ice or accessory, to a customer or 
his agent, for the purpose of in- 
ducing the customer or his agent 
to purchase a car. Nothing 
herein shall prevent conduct pur- 
suant to any warranty of the 
manufacturer. 

(3) Charges for financing re- 
tail conditional sales shall be 
upon an equitable basis to con- 
sumer and dealer. No dealer in 
financing conditional retail sales 
shall charge a lower rate than 
the lowest or a higher rate than 
the highest rate charged by regu- 
larly established finance compan- 
ies operating in the same district 
as the dealer. 

(4) With the approval of the 
State Advisory Committee and 
the manufacturer concerned, a 
dealer will be permitted to sell 
and offer for sale, new cars that 
have been discontinued or are 
about to be discontinued at less 
than delivered prices as described 
in the first paragraph of this 
section. The intent of this pro- 
vision is to enable dealers to dis- 
pose of their own or their fac- 
tories’ stock. In the event that 
approval is refused, or that no 
action is taken within ten days 
by the said committee or the 
manufacturer, said dealer shall 
have right of appeal, to the Ad- 
ministrator, whose decision shall 
be final. 


(5) With the approval of the 
State Advisory Committee and 
the manufacturer concerned, the 
dealer may sell or offer for sale, 
any open type of new car at less 
than delivered price, as described 
in the first paragraph of this sec- 
tion, provided the dealer will 
present a sworn statement show- 
ing that such car has been in- 
cluded in said dealer’s inventory 
for a period of not less than 
forty-five days. The intent of 
this provision is to enable a deal- 
er to dispose of a type of car 
which is or may shortly become 
difficult to sell because of a 
change in seasons. In the event 
that approval is refused or that 
no action is taken within ten 
days by the said committee or the 
manufacturer, said dealer shall 
have right of appeal to the Ad- 
ministrator, whose decision shall 
be final. 


(6) It shall be an unfair trade 
practice for any new car dealer 
or representative to sell or per- 
mit to be sold any new motor 
vehicle for resale in a territory 
already enfranchised for that 
make of motor vehicle except 
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through a regularly enfranchised 
dealer in that territory and it 
shall also be an unfair trade 
practice for any dealer to pur- 
chase a vehicle as above pro- 
hibited. 

(7) The retail list price for 
parts, accessories, and supplies 
will be the manufacturers’ pub- 
lished list price adjusted to in- 
clude all taxes. It shall be an 
unfair trade practice for any 
dealer to sell such parts, acces- 
sories, and supplies at other than 
retail list price, except to duly 
authorized dealers, associate or 
sub-dealers, or established service 
stations, operating under any 
NRA Code. 


(8) A dealer shall on delivery 
of a new car from the manufac- 
turer, inspect and ascertain that 
the speedometer on the new car 
is connected before using the car 
for any purpose. A dealer shall 
not disconnect the speedometer 
or permit it to be disconnected. 
The purpose of this provision is 
to insure the customer having 
full knowledge of the mileage 
traveled by the motor vehicle 
which is offered for retail sale. 


C. Trade Practice Rules 

The Emergency National Com- 
mittee shall hold a trade practice 
conference as often as may be 
necessary for the purpose of 
making recommendations to the 
Administrator in regard to the 
establishment and amending of 
rules of fair trade practice for 
the trade. 


Article V 


Districts of the Industry 

A. For the purpose of the ad- 
ministration of this Code, there 
shall be in each state an advisory 
committee consisting of not less 
than five, one of whom shall be 
elected from the exclusive or in- 
dependent used car dealers, elect- 
ed by the dealers of such state, 
in convention or by mail vote. 
The chairman of each State Ad- 
visory Committee shall be a mem- 
ber of the Emergency National 
Committee. The vice-chairman 
of each State Advisory Commit- 
tee shall be an alternate member 
of the Emergency National Com- 
mittee. 

Each such State Advisory Com- 
mittee shall constitute the fair 
practice and planning agency to 
co-operate with the Administra- 
tor in respect to problems relat- 
ing exclusively to the said state. 
Proposals in respect to matters 
affecting more than one state 
may be initiated by any State 
Advisory Committee and shall be 
submitted for consideration to the 
Emergency National Committee 
of the motor vehicle retailing 
trade hereinafter described and its 
determination, subject to the ap- 
proval of the Administrator, shall 
be binding upon said state and all 
other states affected thereby. 
For the purpose of the adminis- 
tration of this Code, the District 
of Columbia, Metropolitan New 
York, and the rest of New York, 
Metropolitan Chicago, and the 
rest of Illinois, shall each be con- 
sidered one state. 

States may be divided or re- 
arranged upon application of any 
association or group of associa- 
tions subject to the approval of 
the Emergency National Commit- 
tee hereinafter described. 

B. Executive Committees 

Each of the present component 
associations making up _ each 
State Group and any others 
which may subsequently be 
formed within the Motor Vehicle 
Retailing Trade shall set up 
Executive Committees for the 
purpose of assisting in adminis- 
tration of the provisions of the 
Code, to secure adherence there- 
to, to hear and adjust complaints, 
to consider proposals for amend- 
ments thereof and _ exceptions 
thereto, and otherwise to carry 
out within the component associ- 
ations by co-operation through 
the State Advisory Committee the 
purposes of the National Indus- 
trial Recovery Act as set forth in 
this Code. Any decision of the 
committee shall be subject to 
final appeal to the Administra- 
tor. No inequitable restrictions 


Service Comes Into Own 


Under New Dealer Set-Up 


By E. M. 


W 





LUBECK 


ITH the signing of the NADA Code by the President 
last Tuesday the dealers throughout the country are 


now on that basis so long looked forward to by everyone 


associated with the selling 
vehicles. 
operations. 


However, the standard is not a0 
dose of medicine which is going | 


to cure the dealer’s ills. It is not 
a tangible something that is go- 
ing to inject itself over night into 
a dealer’s business and bring peo- 
ple rushing into his place to buy 
the goods he has for sale. The 
new standard is merely a pro- 
gram for the dealer to follow to 
improve his business. The dealer 
himself is now given the oppor- 
tunity to inject pep into his or- 
ganization to meet the opportun- 
ities which the new deal affords. 
If he thinks, however, that the 
Code will start his machinery go- 
ing, he is mistaken and will only 
find himself sitting idly by 
watching the parade of progress 
passing his door. 


* * * 


ON THE OTHER HAND the 
dealer who seizes the opportun- 
ities ahead of him can go farther 
than he ever dreamed of and his 
first step must be that of re- 
vamping and revising his sales 
operations. Under the new deal 
the dealer has an opportunity to 
take advantage of the breaks, but 
to obtain better results he should 
pass some of these breaks on to 
the salesmen to the extent of 
more liberality in sales commis- 
sions. Dealers must now, if never 
before, realize that a salesman 
out after an order is in reality 
the dealer himself. When a 
salesman goes out to make a sale 
the dealer is permitting the sales- 
man to tell the dealer’s story to 
the prospect whether it is in the 
prospect’s home or office, or lean- 
ing up against the old farm fence. 

* 


a * 


PUTTING a salesman in the 
position where he knows that 
through a better commission ar- 
rangement, for instance the Sholk 
Plan, that he is really getting a 
better break, the dealer will also 
be conscious of the fact that the 
salesman is now actually fighting 
for business instead of merely 
accepting the prospect’s proposi- 
tion and bringing it into the 
office in the hopes that the dealer 
or the sales manager will accept 
it. Using the Sholk Plan part 
of the responsibility for the en- 
tire sales commission is passed 





and servicing of automotive 


Car and truck dealers now have a standard for 





on to the salesman. The Sholk 
Plan offers an opportunity for 
closer co-operation between the 
dealer and the salesmen and now 
is the time to cement that co-op- 
eration into a real factor for real 
selling. 

* ok 


~ 


NEXT, through the Code, the 
dealer is given an opportunity to 
increase his service volume and 
his service profits. For the past 
three years the service depart- 
ment of the average dealership 
has only had the skimmed milk 
part of the service volume. The 
cream of the business has been 
going elsewhere. The first step 
in taking advantage of the oppor- 
tunity means the complete elimi- 
nation of the “grease hound” 
service manager. I do not mean 
that this individual should be 
thrown out, but he should be 
passed back into the shop where 
his knowledge and experience can 
be used on a production and 
profit basis. In his place the 
dealer must set up an individual 
who will operate on a better basis 
than even the sales manager. 
The sales manager’s job is creat- 
ing business but the “New Deal 
service manager” will be the one 
on whose shoulders will be the 
responsibility of holding business, 
plus the most important fact that 
the service manager of any or- 
ganization that has been in busi- 
ness for any length of time has 
from one hundred to two hundred 
times as many prospects for 
profit business as the sales man- 
ager. 


* * 


THE NEW service manager is 
one who has mental ability. The 
New Deal service manager from 


ok 


| now on will be the most impor- 


tant cog in the dealer’s business 
and as a key man in the organ- 
ization he should in all his activ- 
ity have just as much authority 
as the dealer himself in order to 
get results. 

To every dealer in the United 
States there is this wonderful op- 
portunity resting on the doorstep 
of his business merely waiting for 
the dealer to open the door and 
invite it to come in. 








upon membership in any such 
association shall at any time be 
imposed. 
Article VI 
Emergency National Committee 
A. Representation 


There shall be an Emergency 
National Committee of the Motor 
Vehicle Retailing Trade composed 
of the chairman of each State 
Advisory Committee and five ad- 
ditional members, who shall be 
members of some State Advisory 
Committee, elected at large by 
the exclusive or independent used 
car dealers. 

B. Powers 


The Emergency National Com- 
mittee shall be the general plan- 
ning and co-ordinating agency 
for the industry. The members 
selected as aforesaid shall be em- 
powered to act for their respec- 
tive State Advisory Committees 
conclusively in respect to all mat- 
ters before the National Commit- 
tee for consideration and within 
its jurisdiction. The chairman 
of the Emergency National Com- 
mittee shall appoint fourteen 
members, three of whom shall be 
exclusive used car dealers, to be 
called the Administrative Com- 
mittee. Such appointments are 


to be approved by a majority of 
the members of the Emergency 
National Committee, and to in- 
sure balanced representation of 
all classes of dealers must include 
dealers from smaller towns, and 
dealers geographically represen- 
tative of the nation, as well as 
the various lines of cars and with 
consideration of the appointee’s 
availability and willingness to 
serve. 


The Emergency National Com- 
mittee shall delegate its power to 
the smaller body to be exercised 
as necessary to problems requir- 
ing attention between meetings 
of the National Body. 


! 








The Emergency National Com- | 


mittee shall have powers and du- 


ties as provided herein, and in| 


addition thereto it shall, 

(1) From time to time require 
such reports from state associa- 
tions and component associations, 
or from local associations, or 
from individual dealers, as in its 
judgment, subject to the approval 
of the Administrator, may be 
necessary to advise it adequately 
of the administration and en- 
forcement of the provisions of 
this code; 

(2) Upon complaint of inter- 


|} an 








ested parties or upon its own 
initiative make such inquiry and 
investigation into the operation 
of the Code as may be necessary, 
and report its findings to the 
Administrator, and 
(3) Make rules and regulations 
necessary for financing the ad- 
ministration and enforcement of 
this Code, subject to the ap- 
proval of the Administrator. The 
committee may delegate any of 
its authority to the National Con- 
trol Committee hereinafter pro- 
vided and may designate such 
agents as it shall determine. 
Article VII. Statistics 
The National Automobile Deal- 


| ers’ Association will serve as a 


medium through which all re- 
quired statistics will be obtained, 
and each member of the Code 
shall upon request furnish it with 
a sworn statement of such in- 
formation and make his books 
available to the National Auto- 
mobile Dealers’ Association, to 
the end that the terms of this 
Code regarding increase in wages, 
shortening of hours, and the es- 
tablishment of fair used car al- 
lowance, based upon all actual 
sales and the maintenance of 
established prices, may constant- 
ly be available to the Adminis- 
trator. 


Article VIII 
National Control Committee 


The Emergency National Com- 
mittee of the motor vehicle re- 
tailing trade shall appoint from 
its own membership a National 
Control Committee of four mem- 
bers, one of whom shall be an 
exclusive used car dealer. In ad- 
dition, there may be two non- 
voting members appointed by the 
Administrator. The National 
Control Committee shall exercise 
such authority as may be dele- 
gated to it by the said Emergency 
National Committee. All com- 
munications and conferences of 
the Motor Vehicle Retailing Trade 
with the President or with his 
agents concerning the approval 
or amendment of this Code or of 
any of its provisions or any mat- 
ters relating thereto, shall be 
through the said National Con- 
trol Committee. The National 
Control Committee shall serve as 
executive agency for the 
Emergency National Committee 
of the motor vehicle retailing 
trade and shall be charged with 
the execution of the _ duties, 
through agents or otherwise, of 
hearing and adjusting complaints, 
considering proposals for amend- 
ments and making recommenda- 
tions thereon, approving recom- 
mendations, for exceptions to the 
provisions of this Code, and other- 
wise administering its provisions. 
Any member of this trade shall 
have the right of appeal to the 
Emergency National Committee 
from decisions of the National 
Control Committee and the de- 
cisions of the said Emergency 
National Committee may be ap- 
pealed from, to the Administra- 
tor whose decision will be final. 
The function of this committee 
shall be the general planning and 
co-ordinating for the motor ve- 
hicle retail trade and the co- 
operation with similar boards of 
the National Automobile Cham- 
ber of Commerce and other 
branches of the industry to the 
end of effecting a balanced na- 
tional economy. 

Article IX. General 

(1) No provision in this Code 
shall be interpreted or applied in 
such a manner as to: 

(a) Promote monopolies, 

(b) Permit or encourage un- 
fair competition, 

(c) Eliminate or oppress en- 
terprises, or 

(d) Discriminate 
small enterprises. 

(2) This Code is hereby ex- 
pressly made subject to the right 
of the President, pursuant to 
Section 10 (b) of the National 
Industrial Recovery Act, from 
time to time, to cancel or modify 
any order, approval, license, rule, 
or regulation issued under Title 1 
of said Act, and particularly, but 
without limitations, to cancel or 


(Continued on Page 12) 
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“The display of this seal on 
your merchandise, packages, let- 
ters and advertising means con- 
sumer recognition and good- 
will.’’—President Roosevelt. 


This NRA business is not a charity deal. 
It's a 50-50 mixture of glowing public 
spirit and cold, hard business. It was 
a fine thing for you to sign the code, 
but don’t forget that the NRA was pri- 
marily MADE TO MAKE BUSINESS. 


STAMPS AND STICKERS 


Priced to Use by 
the Thousands 


POSTAGE STAMP SIZE NRA STICK- 
ERS IN ROLLS—Don't send out a let- 
ter, bill, statement or mailing piece of 
any kind without affixing one of these. 
Advertise your NRA membership at in- 
finitesimal cost. Sold in rolls only..... 

Oc per M 


Official NRA Window Card—Size (ix14” 
on stiff cardboard, Stand them against 
cars on display, in private offices, in 
windows, and wherever color will get 
attention. 

. 10c each 

8'2c each 

7e each 
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Approved Dealer Code 
Covers Used Car Trade 


(Continued from Page 11) 


Abbott Finds 
News in Sept. 


| Sales Record 


| Detroit, Oct. 6—‘When retail 
| sales during the last week in Sep- 

tember beat those for the pre- 
| vious week, that’s news,” states 

Chester G. Abbott, general sales 
| manager of the Hudson Motor 
Car Co., “and that is what sales 
| of Hudson cars and Terraplanes 
|have done. Furthermore, the 
last week in September was bet- 
ter than any corresponding week 
in three years, showing sales of 
152.5 per cent in comparison with 
1932, and 188.7 per cent in com- 
parison with 1931.” 

Hudson’s sales record for the 
entire month of September paral- 
leled that for the final week, the 
total sales being 143.1 per cent 
for September, 1932, and 166.4 
per cent in comparison with Sep- 
tember, 1931. “The comparison 
with 1932 is particularly striking,” 
said Mr. Abbott, “because retail 
| Sales of the newly announced 
|Terraplane were reaching their 
| peak in September, 1932.” 

The week ending September 30, 
was the twenty-first consecutive 
week in which Hudson sales have 
been greater than those for the 
corresponding week of the pre- 
vious year. 


a 


-- a word in 
edgewise’’ 
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and where they will be located. 
You have had our request for this | 





| chance you have not sent us this 
| information, 


NRA STICKERS for Letterheads, 
heads—Size {'2” square. 
advertising, but it dresses up a letter, 
invoice or statement so it receives much 
more attention ; $1.00 per M 


Big NRA WINDOW POSTER—The Blue 
Eagle on a blazing red background. Size 
21”x28”. Hang one in each display 
widow and on the wall panels in dis- 
play room and garage. 


CIRCULAR STICKERS — Bright red 
background, 1'4” in diameter, Unusual 
and different from the ordinary sticker. 
For use wherever either or the two above 
be Very 


described stickers can used, 


effective 


Consumers’ NRA Window Sticker, 442”x 
5”. Give one to every visitor and ask 
him to place it in his home or car win- 
dow. Use it as a ‘‘for-get-me-not.’’ It 
will make you many friends—95c per 100 


NRA Official Car Window Sticker. For 
every demonstrator and company car— 
for every window and door of your show- 
room. Gummed on face to be attached 
to window or windshield from _ inside. 
Size 4”x8'/2” ...- $1.00 per 100 


ACT NOW 


These ma- 
terials are 
made to 


CLIFF 
KNOBLE 
Business 
Promotion 
Corporation, 
1313 United 
Artists Bidg., 
Detroit, Mich. 


a a cae aaa abeeeh ; 


Please enter our order for the following NRA 
materials: 


same speci- 
fications as 
furnished 
by the 
government, 


19 


Enclosed is our remittance for $. 

Please ship the material listed above in ac- 
cordance with above instructions . .. we are 
authorized to display and use this material 
showing the NRA emblem, by virtue of having 
filed the NRA agreement form with the local 
Postal authorities, 


ED cc cnpseevaee 
Address : aoe 
oN 


TIME 1S VITAL if you expect to reap the 
utmost benefit from present NRA interest and 
loyalty. Act now and decisively, for delay 
means loss. 


Bill- | 
Not only good | 


information by mail, but if by any | 


will you do so at| 
once? 


* a * 


THIS SUPPLEMENT, which 


modify his approval of this Code 
or any condition imposed by him 
upon such approval. 

(3) The Emergency National 
Committee of the motor vehicle 
retailing trade and the National 
Control Committee shall from 
time to time make to the Admin- 
istrator such recommendation, in- 
cluding amendments of the Code, 
as in their judgment will aid the 
effective administration of this 
Code, or may be necessary to 
effectuate within the motor ve- 
hicle retailing trade or within 
any subdivision thereof the pur- 
pose of the Act as administered. 

(4) Such of the provisions of 
this Code as are not required to 
be included therein by the Act, 
may, with the approval of the 
President, be modified or elimi- 
nated as changes in circum- 
stances or experience may indi- 
cate. It is contemplated that 
from time to time supplementary 
provisions to this Code or Codes, 
including in particular, but with- 
out limitations, supplementary 


will contain descriptions of the 
new devices exhibited at the Show, 
will be mailed not only to our 
regular list, but a complete copy 
will be mailed to every jobber in 
the United States and there will 
be a generous distribution in the 
hotels and among the exhibits at 
the Show itself. 


All in all we think it will fill 
a particular spot in the promo- 
tion and development of the Show 
which will get a well-deserved 
|cheer from the entire manufac- 
turer and jobber group. 

aK * 

WE ARE anxious to have every 
leading exhibitor represented by 
advertising space in this, our first 


provisions relating to dealers en- 
gaged exclusively in servicing or 
repairing, will be submitted for 
the approval of the President to 
prevent unfair competition in 
price and other unfair and de- 
structive competitive practices 
and to effectuate the other pur- 
poses and policies of Title 1 of 
the Act consistent with the pro- 
vision thereof. 


(5) Violation by any dealer of 
the motor vehicle retailing trade 
or any provisions of this Code, or 
of any approved rule _ issued 
thereunder, is an unfair method 
of competition. 


(6) If any employer in this in- 
dustry is also an employer in any 
other industry, the provisions of 
this Code shall apply to and af- 
fect only that part of the business 
of such employer which is a part 
of the trade covered by this Code. 


(7) This Code shall become ef- 
fective upon its approval by the 
President, except as herein spe- 
cifically provided. 


Show Supplement; our regular 
rates are in effect and positions 
will be on the basis of first-come- 
first-served, so we really would 
appreciate early advice from our 
friends as to what space they will 
want and you can send right 
along your photographs and de- 
scriptive matter on your products 
exhibited. We'll be seein’ you!— 
GMS. 


Organize Dealer Group 
Charles City, Ia., Oct. 6. 
Floyd County Automotive Assn. 
has been organized with Forbes 
McRobert, Charles City, presi- 
dent; 


The | 





Name Winners 
In Plymouth’s 
“Big Push” Test 


Detroit, Oct. 6—C. C. Strat- 
ford, a salesman for the R. E. 
Foil organization, of Spartan- 
burg, S. C., took first place in the 
individual division of the Chrys- 
ler Sales Corp.’s “Big Push” Ply- 
mouth sales contest for Septem- 
ber. Mr. Stratford sold twenty- 
six Plymouths during the four 
weeks. Second place went to 
M. W. Talbot, of the Holman Mo- 
tor Co., Mt. Vernon, IIl., with 
twenty-five; third to A. Under- 
wood, of Underwood Garage, 
Itaska, Texas, with twenty-two. 


In the dealers’ division of the 
contest, the Triangle Motor Sales 
Co., of Lima, O., was first, with 
148 per cent of quota; the De- 
Luxe Motor Co., of Sidney, O., 
second, with 140 per cent, and the 
Willaert Motor Co., of League 
City, Texas, third, with 137. 


The Gate City Motor Co., of 
Greensboro, N. C., distributor for 
the Charlotte district, led the dis- 
tributors of the country. L. T. 
Patterson, of Cincinnati, was sec- 
ond, and Andrew Murphy & Son, 
Ine., of Omaha, third. 


The contest will be continued 
through October, at the end of 
which time another set of awards 
will be made. The salesman’s 
first prize, awarded at the end of 
September and again in October, 
is $100 and a handsome pin. 


Ernst Resigns 
Canton, Ohio, Oct. 6.—Resigna- 
tion of A. C. Ernst of Cleveland 
from the directorate of the Tim- 
ken Roller Bearing Co. has been 
accepted at a meeting of direc- 
tors and the vacancy was filled 


| by the election of William E. 


Umstattd. 
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These cumulative figures, showing the number of new automobiles registered in each state during the preced- 
ing month are published in Automotive Daily News imm ediately upon release by R. L. Polk & Co. twice weekly. 
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that this is an application of an 
idea which he conceived and 
which he described in his “Auto- 
mobile of the Future,” published 
in French in 1927. 

* + + 


OUR “BELIEVE IT OR NOT” 
department is in receipt of a clip- 
ping from the Bronx Home News, 
which recites something decidedly 
unusual in an automobile way. 

It seems that Bert Matthews, 
an employe of an American oil 
company in Aruba, Dutch West 
Indies, was in a smashup which 
converted his new 1933 sedan into 
a scrambled mess of junk. It 
looked hopeless trying to do any- 
thing with the mess. But Hugh 
Jennings, a fellow employe, for- 
merly a resident of the Bronx, 
remembered that a couple of his 
old neighbors, Anthony D’Angelin | 
and Harold Ayres, were extra 
smart repairmen, so he persuaded 
Matthews to ship the remains to 
Poke’s Auto Repair Service, Wil- 
lard avenue, The Bronx, New 
York. Working for an oil com- 
pany it was possible for Mat- 
thews to get free transportation 
for the mess via steamer. So the 
car traveled 3600 miles by water 
to Poke’s, where it was remade 
into an automobile at a cost of 
$369.50, and shipped back to 
Aruba. * * * 

J. STIRLING GETCHELL, 
whose brilliant handling of Ply- | 
mouth and De Soto copy has set 
a new style in the advertising 
world, has been hiding his light 
under a bushel for a couple of | 
months. Now he takes a bow as 





the writer of the series of four-|§ 
| ing given employment?” 


teen advertisements published by 
the Hearst dailies in the “Buy 
Now” campaign carried on in| 
September by my old boss. 

It hadn’t been known until now | 
that Getchell not only prepared | 
the copy but actually had 
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|of the advertisements 


in- | 





natn a fe 
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Sparks |Graham Oct. Plant Output 
To Eclipse Last Oct. Mark 


Detroit, Oct. 6—Shipments of 
Graham motor cars scheduled for 
October will exceed factory ship- 
ments in October last year by a 
wide margin, it was announced 
today by J. B. Graham, president 
of the Graham-Paige Motors 
Corp. 


Mr. Graham reported that re- 
tail deliveries, after falling off 
slightly in the middle of Septem- 
ber, have staged a decided come- 
back, bearing out earlier predic- 
tions of sustained sales volume 
well into the autumn months. 

“This improvement in Graham 
retail business accounts for the 
increased factory shipping sched- 
ule in October, as well as for the 
sustained volume of shipments in 
September, which exceeded Sep- 
tember a year ago by a comfort- 


able margin,” said Mr. Graham. 

“Following a fifteen per cent 
decline in retail deliveries in the 
week ending September 16—after 
an unbroken period of improve- 
ment in sales volume since May— 
our retail volume shot up again 
in the week of September 23. 
That this improvement was not a 
flash in the pan is indicated by 
the fact that retail volume last 
week, on the basis of districts 
already reported, is running 
about twenty per cent ahead of 
the previous week. 


“Reports reaching up from the 
eastern states, where some hesi- 
tation in general business had 
been apparent for several weeks, 
indicate that this phase is pass- 
ing and that Graham sales again 
are on the upgrade.” 


i 


duced Mr. Hearst to use the ser- 
ies as illustrated editorials. Three 
had an| 
automobile background, one _ be- 
ing “buy now” oil copy, a second 
devoted to tires and the third to 
the car itself. 
ok ok of 


THE EGG HATCHED when 
Getchell read the advertisement | 
of Davega, the New York sport- 
ing goods house, for fifty sales- | 
men, made necessary by Davega 
| going under the blue eagle. Get- 
chell asked himself, “What will 
happen if the public does not 
start to buy to support the fifty 
salesmen here and the other 
alesmen elsewhere who are be- 


So he sat down, dashed off the 
fourteen full page ads and took 
them to Washington for the in- 
spection of NRA officials. Fine, 
they said, but what can be done 
with them. A smart Hearst editor | 





saw the series, realized the pos- 
sibilities and brought the matter 
to the attention of the great pub- 
lisher. And it was put across in 
a big way. 
* * * 

GREAT INDIGNATION was 
expressed by members of the 
Paul Pry Assn. when its Peeping 


Tom brought to their attention | 


a clipping sent in by some spite- 
ful person who evidently was 
casting aspersions on us 
viewers. 
Detroit News’ 


funny page, the 


“How It Began” series and dealt | 


with the real meaning of “Paul 
Pry.” Said the historian: “John 
Poole’s comedy ‘Paul Pry,’ pro- 
duced in London, 1725, gave the 
world this sobriquet for meddlers. 


In this play, Paul Pry is always | 


butting into something with ‘I 
hope I don’t intrude.’ So an idle, 
meddlesome busybody has been 
‘Paul Pry’ ever since.” 
Them are harsh words; 


pre- | 
It was torn from the | 


the only answer we can think of 
now. 
* * * 

NOTHING DAUNTED by the 
slam, Paul Pryers Bill McDonald, 
of the Detroit Free Press, Haw- 
kins of the New York News 
Bureau, Gronseth of the Wall 
Street Journal, Denham of Auto- 
motive Industry, our own Bill 
Cotton and the columnist rallied 
around Herr Ernest Coler, Dodge 
publicist, at a dinner at the Book 
Cadillac, which proved to be a 
coming out party for Fred 
Barrett. 

*« * * 

Taking advantage of the occas- 
sion Paul Watson of Ruthrauff & 
Ryan, handling the Dodge ac- 
count, announced the appoint- 
ment of Barrett as manager of 
the Detroit office, effective at 
once. Watson himself will con- 
tinue as Western manager, with 
headquarters in Chicago, leaving 
Barrett to run the shop in our 
New Center building. 


thought, for Barrett long has 
been with us. For years he was | 
media chief for Charley Winning- | 
ham on Hudson. When Ruthrauff | 
& Ryan took over Dodge, Barrett | 
first became space buyer, then 
account executive. 
the big boost. 


| Strikers Heed 
Makers’ Edict 


(Continued from Page 1) 
of this work is still to be done or | 
| how much of it is being done out- | 
side of Detroit as the result of | 
the present strike. 
At a mass meeting held at the 





Arena Gardens last night which! 


Local boy makes good was our | 
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Like the historical fairs of 
Europe which have been held 
annually for centuries the 
Automotive Service In- 
DUSTRIES SHOW is a market 
place to which Buyers come. 


This October 30 they will 
come to the great Merchan- 
dise Mart in Chicago eager 
to see what you have to offer 
them and anxious to buy, be- 
cause they know that the de- 
finite price curve is upwards. 





You can meet them half- 
way and direct their atten- 
| tion to what you have to offer 
this year through your adver- 
| tising space in the 





Now comes | 


Automotive 
Service 
Industries 


Show 


was attended by about 7,000 work- | 


|ers it was admitted that negotia- 
tions here were deadlocked and 
the strikers threatened to take 
their case “away from the reac- 


tionary atmosphere of Detroit to| 


| the more liberal atmosphere of 


that’s ! | Washington. - 





The complete cumulative figures will appear every Satur day, until all 48 states or complete United States totals 


for the month have been printed. 
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»|gram of all Show activities. 


Supplement 


to the 
Saturday, October 28, 1933 
Issue of 
Automotive Daily News 
This supplement will con- 
tain a complete (1) “Who's 
Who of the Show,” the ex- 
'hibitors, men attending and 
|where they are hoteled. (2) 
Complete floorplan of the 


‘Show and Location of Ex- 
(3) Complete Pro- 





(4) Descriptions of new or 


-|novel articles on display. 


The regular issues of Sat- 
‘urday and Wednesday will 
icover the Show from a news 
angle more thoroughly than 
it has ever been covered in 
‘the past. Curis SiINsABAUGH 
will be in attendance, as 
‘sisted by Met Apams, our 
|Chicago correspondent and 
Birt Corton, Advertising 
Manager and Chicago repre- 
sentative. 








Supplement 


Advertising positions for this 


‘supplement will be allotted 
absolutely on the basis of 
“first come, first served!” 
|Please wire us today your 


\1eservation for space. 
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Production to 


°32 Assures Year 2,000,000 


(Continued from Page 1) 
ment of the industry are shown 
by a thirty-one per cent increase 
in the first seven months of this 
year as compared with the same 
period of last year. By the end 
of September a number of coun- 
tries will have equaled or ex- 
ceeded the number of cars taker | 
in the whole of last year; in fact, | 
some had already done so at the 
end of the seven months period. 
These countries, widely separated, 
are evidently in the process of 
recovery as well as the United 
States. 

Retail sales in the United} 
States at the end of July were} 
11.4% above the same period of | 
last year. The following table 
indicates the gains shown in the 
various sections of the country: 

RETAIL SALES—7 MONTHS 

Gain 

1933 1932 % 

New England . 72,400 68,000 6.5 
Middle Atlantic .219,900 209,000 4.7 
E. N. Central. .202,700 176,300 11.5 
W.N. Central.. 89,200 83,300 7.0 
South Atlantic. 86,800 76,200 11.4 
E. S. Central.. 34,100 25,100 36.0 
W. S. Central.. 68,600 49,700 38.0 
Mountain 23,100 20,400 11.3 
Pacific Coast.. 71,200 58,200 22.5 

United States .868,0v0 766,200 13.3 

This table shows clearly that 
retail sales made gains over last 
year in every section of the coun- 
try and especially in the farm 
sections and the cotton belt in 
the South Central States. The 
Pacific Coast increased twice as 
much as the eastern sections of 
the country. So it is quite evi- 
dent that recovery is under way 
in all sections of the country 
though the progress is rather un- 
even, as is to be expected. 

Low-Priced Cars Gain 

As would be expected, the in- 
crease in the sale of cars has 
been primarily in the field of the 
low priced cars and confined 
largely to Chevrolet, Plymouth, 
Dodge, Ford and Pontiac. For 
the last four and a half years 
there has been a gradual shifting 
toward the low priced car but, 
strange as it may seem, the rela- 
tive decline in the sales of high 
priced cars has been only fifteen 
per cent since 1929 while the sale 
of medium priced cars has de- 
clined over thirty per cent. This 
is partly accounted for by the 
fact that a number of manufac- 
turers of medium priced cars 
have shifted into the low priced 
field. 

Sales by Price Classes 

1933 
(7 
1931 1932 mo.) 
83.6 84.1 86.0 
Medium 17.4 148 139 13.4 11.8 
High .. 26 2.7 25 25 2.2 

The sale of passenger cars by 
the various manufacturers shows 
a strong tendency toward concen- 
tration in the hands of General 
Motors, Chrysler and Ford. In 
1928 these three companies had 
two-thirds of the business; last 
year, about eighty-three per cent; 
and now they have ninety per 
cent. Chrysler has made the larg- 
est gains over last year with fifty- 
three per cent; General Motors is 
next with seventeen per cent and 
Ford is last with eleven per cent. 
So Ford is no longer the dominat- 
ing figure in the low priced field 
that he used to be, and it is more 
than probable that he never again 
will regain his former position. 
Plymouth has now established 
itself as a definite factor in this 
field, while Chevrolet has taken 
the leadership as is shown by the 
following table. 

Retail Sales—7 Months 

Change 

1932 %o 
243,400 19.0 
153,900 10.7 
Plymouth . 131,800 74,000 78.1 
Pontiac 54,400 36,000 51.1 

Pontiac has become entrenched 
as the fourth largest producer of 
low priced cars. These four com- 
panies took eighty per cent of the 
low priced business in the first | 
seven months of 1932 and 84.5% | 


1929 
Low . 80.0 


1930 
82.5 


1933 
. 289,800 
170,300 


Chevrolet 
Ford 
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Chrysler Bans 
Body Warfare 
In Advertising 


Oct. Ist over 


in the same period this year. The 
gain is due to Plymouth’s and 
Pontiac’s large increases. 

Along with this increase in 
sales we have a return to the 
profit side of the ledger. The fol- 
lowing table shows the earning 
statement for the first and second 
quarters of this year. 


1933 EARNING STATEMENTS 
1st 2nd 

Quarter Quarter 

d 578 dad 532 

d 3,038 7,786 

6,870 41,198 

110 

165 

d 258) 

d 145 


| upward, 





22 | 

Reo d 304} 
Studebaker . d 3,156 
Outstanding earnings were | 
shown by Chrysler a°d General | 
Motors, while Graham, Hudson, 
Packard and Studebaker have | 


turned the corner from red ink. 
It seems quite probable now that 
Chrysler will earn about $2.50 a 
share this year and General Mo- 
tors about $2.00. With Chrysler 
selling at forty-four, or nearly 
twenty times probable earnings, 
General Motors at thirty-three or 
about sixteen times probable 
earnings, it is quite obvious to 
any investor that the securities of 
these two companies are selling 
plenty high, based upon their 
earning prospects for this year. 
However, with general business 
recovery making steady progress 
both these companies 
offer very attractive investments 
over the next year or eighteen 
months. Some of the independent 
companies also offer reasonable 
speculative opportunities with 
further increase in sales. 


Cadillac Dealer Moves 


Newark, Oct. 5.—The Fisher- 
Cadillac Corp., distributors of 


187 | Cadillac and La Salle automobiles, 


moved this week from 536 Broad 
street, to 360 Central avenue af- 
ter seventeen years at the former 
address. 





(Continued from Page 1) 
my attention to the current issue 
of the Plymouth Sales Promoter, 
in which there appeared photo- 
graphs and comment about a re- 
cent railroad accident. 

“IT regret that in their zeal to 
emphasize the merits of all-steel 
body construction, the editors of 
the Sales Promoter referred to 
this unfortunate accident. 

“It has always been Mr. Chrys- 
ler’s policy to play fair with both 
competition and the public. You 
will recall that in an advertis- 


| ment published last fall, we said 


this: 
“One point I want to make 
with our dealers is this. 


ucts. There is no profit in that. 
It won’t put a man to work or 
sell a single automobile. Don’t 
worry about what your competi- 
tors do. Sell the quality in our 
cars’. 


Do not | 
criticize your competitors’ prod- | 
United States 





“We want this to be the con- 
tinuing policy of our company 
and of our dealers, and because 
this issue of the Sales Promoter 
might be misinterpreted, I am 
asking you and every other 
dealer to take immediate steps 
to see that copies of this issue are 
withdrawn from circulation. 
Please recall all copies you have 
received and destroy them at 
once. 

“I am sure you will agree with 
me that public opinion will even- 
tually settle the question of 
which is the better type of auto- 
mobile body construction with- 
out the necessity of criticizing 
our competitors or drawing upon 
unfortunate experiences in other 
industries.” 


F. M. Surface Promoted 
New York, Oct. 5—F. M. Sur- 
face, for six years assistant di- 
rector of the Bureau of Foreign 
and Domestic Commerce of the 
Department of 
Commerce, has been made direc- 
tor of a new division of sales 
research in the Colonial Beacon 
Oil Co., according to an an- 
nouncement made yesterday. 


‘There is 


othing in the Word of God 


ABOUT the RAILROADS” 


i. budding metropolis of Lancaster, Ohio, 
bubbled with debate. It was the year 1828. Talk had 
been heard of a trail of rails being laid across the Alle- 
ghenies. 

“Hurrah!” shouted the younger citizens. “It will bring 
people and money and prosperity.” 

“Nonsense!” grumbled their parents .°. . they who in 
their own time had ignored warnings of the impassa- 
bility of those same Alleghenies . . . who, long rifle in 
arm, had conquered the ancient mountain barrier to 
find prosperity and happiness beyond. 

In answer to the Junior Auxiliary’s application for 
permission to use the schoolhouse for a formal debate on 
railroads, the patriarchal School Board replied: 


“You are welcome to use the schoolroom to debate all 
proper questions in, but such things as railroads and tele- 
graphs are impossibilities and rank infidelity. There is 
nothing in the word of God about them. If God had de- 
signed that His intelligent creatures should travel at the 
frightful speed of 15 miles an hour by steam, He would 
have foretold it through His holy prophets. It is a device of 
Satan to lead immortal souls down to Hell.” 


As old as time, itself, is this conflict between 
liberalism and tradition. 


Had the railroads been dependent on the self-satisfied 
School Boards of 1828, we might still be cracking bull 
whips over our oxen. And had the manufacturers of a// 
constructive products and services been at the mercy of 
those content-with-things-as-they-are, shirts might still 
be loomed in the kitchen, moccasins fashioned in the 
living room and the relative equivalent of Lux, Camay, 
and Palmolive boiled in the backyard! 


W;, at Liberty, know something about the 
power of the young liberals. They have taken our maga- 
zine, conceived in the very epoch of Liberalism’s great- 
est triumph, dedicated to the spirit of constructive dis- 
satisfaction with things as they are, replete with stories 
and articles aimed at logical “‘ways out,” without a fear 
for tradition . . . and have given it the greatest week- 
after-week repeated demand ever accorded a magazine. 


They read not merely its fiction but its dramatically 
presented serious articles with a thoroughness unknown 
to longer established publications. 


Choosing a typical American city (Elmira, N. Y.) to 
localize its editorial efforts toward restoring confidence 
in the future, Liberty actually helped to doud/e the sales 
of life insurance, push up automobile sales by 20 per 


cent, spurt industrial power consumption by 100 per 
cent. 

Liberty readers are liberal leaders. They have con- 
fidence in their country, confidence in the magazine 
whose thinking is so closely in harmony with their own 
and confidence in the advertisers who, by their associa- 
tion with Liberty, stamp themselves as being young 
minded, constructive and true to the liberal ideas that 
are the hope of the nation. 


So far as the old line conservatives are concerned, one 
will have to remember that “there is nothing in the word 
of God” about pre-shrunk collars, rubber bathing suits 
or doughnut tires. But there caz be, in the pages of this 
book that is published every week and asked for a// over 
again every week by the buying leaders who know that 
Liberty is a School House that will never be closed to 
their debate. 


Cotonet E. M. HOUSE 


CONFIDENTIAL ADVISER TO PRESIDENT WILSON 


Cot. House writes To Liperty: 


“c 

T wens is a place for an aggressive, liberal 
policy magazine. I have always been identi- 
fied both in Texas and nationally with the 
liberal thinking element. 

“I am sure that Liberty is well fitted to 
carry the message of liberalism to the masses 


with its dramatic, human, concise technique of making every subject 
popular reading.” 


TOM D. McKEOWN 
HOUSE OF REPRESENTATIVES 
District: 4th District, Oklahoma. The Com- 
mittee on the Fudiciary. 


ConcressMAN McKeown writes to Liserty: 


rT 

I BUY your magazine practically every 

week and have read it with interest. I am a 

rogressive Democrat liberal in my views and 

Ce been a little premature with many of my 

suggestions that were a little ahead of the procession, so I find that 
one must slow down and not get too far ahead. 

“I think there is room for a liberal weekly magazine in America.” 


BRUCE CRAVEN, LL.B. 
TRINITY, NORTH CAROLINA 
Member North Carolina Bar. Founder and first 
President Trinity College. Major Fudge Advo- 
cateU.S. Army ie Great War. Author: Tor- 
rens Land Title System; Federal Income Tax. 


Mr. CRAVEN WRITES TO LIBERTY: 


“c 

Tuene is an unquestioned popular need 
and desire for a liberal journalism and a con- 
siderable disgust with the usual type of journalism which has become 
terribly stereotyped. 

“I believe that a liberal journal with respect for TRUTH (mean- 
ing accuracy in respect to facts), has a popular appeal in America. 

‘Liberty seems to be going far to meet this demand.” 








Last Quarter | 
Outlook Spurs 
Wide Interest 


By C. J. ALEXANDER 


New York, Oct. 6—With Wil- 
mington interests reported in 
Wall Street to be buying General 
Motors and Detroit people said to 
be increasing their lines of 
Chrysler, interest was revived in 
the automobile stocks this week. 
All divisions of the motors par- 
ticipated in the rallies and held 
up well on the reactions of the | 
week. 

In the forefront of the mid-| 
week stock market rally were) 
the motor shares, led by General 
Motors and Chrysler. In no 
other group was there more 
buoyancy and nowhere else was 
there better evidence of good | 


buying. 
After the spurt of Wednesday, | 
the higher priced automobile | 


stocks were about two points | 
higher than at the preceding mid- | 
week, while the lower priced is- 
sues were up around one point on 
the average. 

The buying of mectors was re- 
ported to have been based on the 
expectations that, after the win- | 
ter lull, the car and truck manu- 
facturers would get away to a 
good start for 1934. The buying | 
also was said to have been partly | 
in anticipation of favorable third 
quarter earnings reports expected | 
in the near future. 

Studebaker  Corporation’s 
“come-back” drive is being 
watched in Wall Street with ad- 
miration and everywhere is found 
confidence that the company, one 
of the oldest in the industry, will 
go ahead to better things. As a 
matter of fact, much was heard 
this week as to the reported ac- 
cumulation of the company’s 
common stock by a group active 
in the Street. 


verified but signs of buying did | 
make their appearance at one) 


time or another during the week. | 
Comment on the company’s new 
models and prices was favorable 
here. 


Among those in the Street who 
have followed closely the devel- 
opments in the Auburn Automo- 
bile Company in recent years, the 
word is being passed that Auburn 
should be watched. Big things 
are planned for 1934, it is said, 
and as in Studebaker accumula- | 
tion of the stock is said to be 
taking place. Also as in the case 
of Studebaker this is only a re- 
port and cannot be verified. 

Some concern was felt in Wall 
Street this week over the re- 
ported strikes of tool and die| 
workers in the Detroit area. 
Speculation was rife as to the} 
effect this might have on the | 
preparation of new models. Many 
of the brokerage houses made di- 
rect contact with Detroit in an| 
effort to get a line on develop- 
ments and apparently what they 
learned was not as alarming as 
the first reports to reach on 








York. 


There has been a revival of | 
interest in the export possibilities | 
of the automobile industry. This 
was heightened by the official re- 
port for August, showing a new | 
high in exports for 1933. Whereas 
a year ago the tendency was to} 
give up foreign business as lost 
for years to come, the prospects 
of profits from this source now 
are being pointed out on all sides. 
The uncertainty surrounding the 
exchange market has been more 
than offset by the increased pur- 
chasing power of domestic cur- 
rency in important export mar- 
kets as against the dollar. 


As has been pointed out before, 
the turnabout in the export busi- 
ness of the automobile industry 
came following this country’s de- 
parture from the gold standard. 
Chrysler Export Corporation this 
week reported that its export 
shipments in September were the 
best since April, 1930, and Hudson 
Motor Car Company announced 








| with extreme care 


| may be expected in the way of 


|} mon stock in the third quarter. 


Tate could not be | of $630,331, exceeded August col- | 
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Motor Shares Rally on Support from New Quarters 








the best foreign business since | 
October, 1930. General Motors’ 
sales abroad have been compara- 
tively high for the past seven 
months. 

This export activity is watched 
in financial 
quarters as an indication of what 


earnings. Often a profit or loss | 
for a company may depend en- 
tirely on its export business and 
this is particularly true in the | 
automobile industry. 

Further reports of favorable | 
earnings for the third quarter | 
are being heard. Bohn Alumi- 
num & Brass Corporation is ex- 
pected to report for the three 
months ended September 30 a net 
profit of around $1.75 a share, as 
compared with nothing on the 
common stock in the correspond- 
ing period of last year. | 

Midland Steel Products is un- | 
derstood to have earned between 
$2 and $2.50 a share on its com- 


This was after allowance for pre- 
ferred dividends. Sales of the) 
Stewart-Warner Corporation in 


the quarter ended September 30 


| were reported to have exceeded 


those of the preceding three 


months by $1,000,000. 

Officials of the Goodyear Tire 
& Rubber Company of Canada, 
Ltd., were quoted as saying that 
the company more than earned 
in the first nine months its divi- 
dend requirements for the full 
year. 

A good start has been made 
toward the settlement of the dif- 
ficulties in the Fisk Rubber Com- 
pany, it is reliably reported. 
Earnings for the 41-day period | 
ended June 30 were at the rate | 
of $3 per share annually on the 
common stock of the company. | 


Tax Collections Up 
Little Rock, Oct. 6. 


Gasoline | 


lections by $27,124.33 and were | 
higher than in any other month | 
this year. 


15 





Last Minute Wall Street Wires 
From CONRAD ALEXANDER 


Wall Street Correspondent, Automotive Daily News 


New York, 3:10 P.M., Oct. 6.—After a mid-day sell-off the 
stocks of automobile companies rallied in the last hour 
on the New York Stock Exchange today to regain most 


of their losses. 


Reports continued to be circulated in 


Wall Street that motors were being bought by “insiders.” 
Chrysler was one of the most active stocks of the week. 








Tariffs Hinder 
American Sales 


In New Zealand 


Washington, Oct. 6.—High cus- 
toms duties, together with sur- 
taxes, and unfavorable exchange 
have almost eliminated American 
automobiles from the New Zeu- 
land market, according to a re- 
port from Vice Consul W. W. 
Orebaugh, Wellington. 


In the years 1929 and 1930 
American small cars were the 
best sellers in the lower priced 
field but the small-type British 
cars with engines up to ten horse- 
power have now secured a large 
proportion of this business. 

Figures for the first half of this 
year indicate that sales of these 
cars will amount to about 2,500 
during the year. Considering the 
fact that total sales this year 
will be less than 4,000 units, this 
figure is an impressive showing, 
the report states. 

According to Vice Consul Ore- 
baugh, the average New Zealand- 
er prefers an American car and 





| tax collections during September | will purchase it in most cases if 


offered at a _ reasonable price. 
American automobiles enjoy a 
very good reputation for quality, 
he points out, and they would un- 





doubtedly regain much of the 
ground lost in the last few years 
if they could be imported under 
more favorable conditions. 


Canada August Sales 
Ahead of Last Year 
Toronto, Oct. 6 (UTPS).—Auto- 
motive sales in Canada in August 
of this year, as reported by the 
Dominion bureau of statistics, 


were substantially ahead of those | 
The | 
trucks | 


in August of a year ago. 
total of passenger cars, 
and buses sold in August of this 


year was 3,900, with a retail value | 


of $3,844,685, as compared with 
3,205, valued at $3,047,788 in Au- 
gust of last year. Sales of pas- 
senger cars came to a total of 
3,358 units, 
in August of this year, 
trucks and buses numbered 552, 
valued at $515,494. In August, 
1932, there were sold 2,646 pas- 
senger cars, valued at $2,580,988, 
and 559 trucks and motor buses, 
valued at $466,800. 
shows that passenger car sales 
in August of this year exceeded 
by $748,203 the passenger car sales 
in August, 1932. 

The retail sales of new pas- 
senger cars, trucks and buses in 
Canada, in August of this year, 
were twenty-six per cent greater 
than in August of last year. 
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High Low NEW YORK 

2636 6 Allis Chalmers Mfg. 

39% 64% American C. @& F... .cccccccese 
14 1%, American Chain .........02- 
314 156 American Lae Fr ccccsccccccs 
17 31%4 American Woolen 

8414 31% <Auburn Auto (2) ....... 
21% 6% 3endix Aviation ........ 
54% 9! Bohn, A. SMD a ira go phen anes 
215% 51 eS ERC LT eee 
1454 Dee NS Bock nc asoeeansans 
974 % Budd Mfg. Co., E.G. ... 

534 1 Budd Wheel Co. ........ 
2214 61% Chic. Yellow Cab (1) ... 
527% 736 4 Charyaler .ccccoscosccences 

26 3 Collins & Aikman ....... 

183 4 Commercial Credit ...... 
391% 16 Came Cee B victsccies 

43 18 Commercial Inv. T. (2) . 

4 1 Continental Motors ..... 
434 1% Curtiss-Wright ........- 

87% 2 Curtiss-Wright, A ...... 
8534 3214 Du Pont De Nemours ... 

16 re 

27! 10 Electric Auto-Lite ...... 

54 21 Electric Storage Battery .... 
7%4 7% Evans Products ........ 
1134 % Federal Motor ........0- 
31% 91% Firestone T. & R. ....... 

514 1 Ce, ME a 4 ks oo 'e 
3014 10'4 General Elec. (40c) .... 
12% 1074 General Elec. Spec. 

3534 10 General Motors ........ 

20 a eer eer rer rer 

21% 3 RE ENG SE AP ee eee 
1714 9%4 Goodyear, T. & R. ...... 

554 1 Graham-Paige ......-0.- 

3% 34 Hayes-Body Corp. ...... 
6% 1 Houdaille-Hershey B .... 

15 4%, Houdaille-Hershey A ... 
1634 3 ee Ss Pa ae 

734 164 Hupp Motor .cressscone 

46 1354 Inter. Harvester ........ 
6034 12% Johns-Manville .......... 

6% % Kelly-Spring. Tire ...... 
1234 334 Lee Rubber & Tire ...... 
37%4 434 Libbey-Owens-Ford Glass ... 
20% 4 Reema BIOS occscececes 
4634 1314 Mack Trucks (1) ....... 


Last Sale 


Last Sale 1933 
Oct. 6 Sept. 29 | High Low Oct. 6 Sept. 29 
16! 1534 | 20% 6 Marin Rockwell. s.0.0s6s06% a er 
275% 714 2% “% Marmon Motor ..ccccccccces ~ Tr 
ees nies 1734 3 Midland Steel .......cccccece 12 1034 
1% a 634 % Moto Meter, G. & F. ....... 4 414 
Se oecanceae 121 11 3634 73% Motor Products ............ 30 29 
J 4634 | 1158 SONNE SEMEL. sd caksiae ne toa 9 9% 
2. ieee 1434 | 1134 1 Ae er 534 554 
451 37% | 27 Eee: “NOMEN ck i cna eben ns ema bac cen 274 19! 
i. eg 15% 676 in © I ae 374 37 
9 9 10 11 PISOCR AITOW 05042500cc00ne cos 3 
Sok 534 534 | 2056 5 Raybestos Manhattan ....... 18% 163 
ee 4! 44 638 13¢ ie DEORE cc chan bieeceah ene 3 3% 
coke 155 12 23 4 Republic Steel Corp. ........ 14% 14 
weee 43% 401% 8 34 Sparks-Withington .......... 534 S 
.ee. 20% 191 16 5 SS Reyer a coe ache 
a. aa 16 11! 2: Stewart-Warner ........cc00. 614 63% 
Sao). iat ee 83 1! A ie edb ae newas 53 4! 
aan | ae 36 10! 1 CE 7! 6! 
re 14 1 20% 53g Thompson Products ........ 17! 1734 
ad 2 2 35 1334 Timken Roller Bear, ........ 271 26! 
are = S 387 201% Trico Products ............. 30 a 
oe. 7414, 517 1934 Union Car. & Carb, (1) ..... 44 4] 
a * ee 1134 | 94 1314 U.S. Industrial Alcohol .... 68 65 
aan Sas 16! 25 27% oe, a ee nee a aes 16 163 
43 cece | 08S 19 West’house E. & M. .......- 3634 3474 
ee 414 734 yO a 47% 4% 
ee 614 61% 1 1916 3 Young Spring & Wire ....... 117% 121 
ak) 22 CHICAGO 
SRE OF 23%, ] -+-- Te RE eee 3% 4 
> $088 191 15% 3 Bastian Blessing ........... 534 5 
115% 117 1814 634 Bendix Aviation ............ 15 15 
<cca mee 2R1% | 195% 534 Borg-Warner .......ccccecee 1514 15 
aaa ae 15! 31% Grigsby-Grunow ...ciccccces 23% 2 
ok ae 131% | 147s 314 Houdaille-Hershey, A ....... 9 oe 
tan 33 634 1 Houdaille-Hershey, B ....... 314 3 
es 2% 87% | 14! 6 EOIN RE. oa cas edao ws be ; 
acts 6 one 13% | 26 16 Perfect Circle ..ccccccsvsves 
et Me 3% 314 3 1 Pines Waterfront ........... 
Seah: aaa ‘5 DETROIT 
sea 2 1034 2% 3 Baldwin Rubber, B ......... aes 
Br 45% 3%, | 10% 3 Bower Roller Bearing ....... 7% 7% 
ah (a 3634 6% 514 Ex-Cell-O Aircraft & Tool ... 3% an 
sooe Bee 50 84 3% Gemmer Mfg., A ..-ececcecs Mead ese 
oe 3 23% 7% Oee Se Oe Oe. no éctacacine aoe 4 
ee 84 9% 3% 174 Hoover Steel Ball .......... 1% 
293% 271% | 68% 22% Parker Rust Proof .......... 57 55 
icon eae 10% 7% 1! OIRO go 555 06a0a00 at 
coos 30% 31% 13%4 % Warner Aircraft Corp. ....... 





valued at $3,329,191, | 
while | 


The report’ 


Sept. Dividend 
Payments Hit 
$2,350,000 Mark 


| New York, Oct. 6.—Automobile 
|and parts and accessory com- 
| panies in September declared di- 
| vidends totaling about $2,350,000, 
| according to a recapitulation of 
| the announcements of the month. 
| The parts and accessory led by a 
| wide margin, accounting for 
around $2,000,000 of the total. In 
August, when a larger amount of 
dividends were declared, the situ- 
ation was reversed, with the car 
and truck builders accounting for 
the larger share by a big margin. 


There was something of a lull 
|in dividend meetings during this 
| week, with few declarations being 
| announced. 


Eaton Manufacturing Co. an- 
nounced the resumption of divi- 
dends on its common stock at 
the rate of twenty cents a share. 
The payment of this dividend 
will be made November 15 to 
stockholders of record November 
1. The last previous payment by 
this company was made on May 
2, 1932, when 12% cents a share 
was disbursed. 


Of some interest to American 
readers was the announcement 
that Austin Motor Co., Ltd., had 
declared a dividend of twenty-five 
per cent for the year ended July 
31 and a cash bonus of seventy- 
five per cent on the common stock 
of five pounds par value. A divi- 
dend of twenty per cent on the 
preferred stock was declared. On 
October 31, 1932, an extra dividend 
of twenty-five per cent was paid 
on the common. 


The Dunlop Rubber Co., Ltd., 
announced that its directors had 
decided not to pay a dividend at 
this time but to postpone the 
question of common payments 
until the result of the full year’s 
operations were known. Results 
to date were said to be satisfac- 
tory. 





| Commercial Credit Nets 


Profit for Stockholders 


Baltimore, Oct. 5.—The consoli- 
| dated net income of Commercial 
| Credit Co. for the month of Au- 

gust, 1933 was $300,241.89 and for 
July $265,712.05 according to a 
letter issued today to the stock- 
holders of the company by A. E. 

Duncan, Chairman of the Board. 

These earnings covered full 

dividend requirements on _ all 
| issues of Preferred and Class A 
| Convertible Stocks of which $184,- 
| 590.79 for August and $147,903.52 
for July was available for the 
Common Stock. This was at the 
| annual rate of $2.32 per share 
for August and $1.86 for July 

| on the 954,052 shares of Common 
Stock now outstanding and com- 
pares with the annual rate of 
$1.54 per share for June; $1.13 for 
May; and $.21 for April on the 
| outstanding shares of Common 
| Stock. 


North Carolina Sales 


Above Last Year Mark 
Raleigh, Oct. 6.—Leland S. Har- 
ris, director of the State motor 
vehicle bureau, has just made 
public figures showing that sales 
|of new automobiles in North 
Carolina for the first nine months 
| of this year totaled 19,894, an in- 
crease of 8,391 over the 11,503 
| Sold in the same period last year. 


| —___—_ 


Eaton Co. Shares Profits 

Cleveland, Oct. 5.—Directors of 
the Eaton Mfg. Co., leading au- 
tomotive parts maker, last Thurs- 
day, declared a dividend of 
twenty cents a share on the out- 
standing stock of 695,854 shares. 
The last previous dividend was 
12% cents paid on May 1, 1932. 

The dividend is payable No- 
vember 15 to stockholders of 
record November 1. 
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The True Wage-Earner Interpretation 


Of The National Recovery Act 


At the outset of this page, we must say very definitely that 
we do not pretend to speak for the American Federation of 
Labor and we certainly do not pretend to speak for the 


President of the United States. 


But because, through True Story Magazine, we have had this 
long and close association with the wage-earners of America, 
who constitute so great a part of our total writers and readers, 
we do pretend to speak for this great wage-earning market, upon 
which American business is now concentrating its activity and 


resting its hopes. 


To begin with, then, let us first give you the good news of 


the buying activity of wage-earning America. 


There have been approximately twenty million wage-earners 
employed right through the depression. And they have con- 
tinued to be the great major market of America. But about 
three or four months ago, starting with the inauguration 


of a new President, some new and interesting things began to 


happen. 


Due to a number of reasons, the general buying on the part of 
stores and the consumer buying on the part of these great 


wage-earning masses increased rapidly. 


It was that buying activity that started a considerable amount 
of re-employment in many lines as far back as last June. We 
know this by a number of your own sales charts and by our own 


very tangible records.* 


* * * * * 


So, the President’s National Recovery Act called for re- 
employment activities for the mass at exactly the right time. 
You may or may not question the soundness of the economics 
involved in this National Recovery Act, but you certainly do 
not question the soundness of the psychology. To say the very 


least, you’ve got a Ship of State now with wind in its sails. 


This Recovery Act was timed to the minute. The slide had 
been stopped. Buying had begun. Re-employment had begun. 
And the President was most fortunate in being able to catch 


this new condition of affairs on the upturn so that we could all 


help to push it along. 


He is absolutely right now in saying that this country can 
come back— if it wants to. By which, he undoubtedly means— 


if it has sense enough to. And integrity enough. 


*Our True Story circulation, which is practically all sold from month to month 
through eighty thousand newsstands, began climbing during the latter part of June 
and has gone up steadily since that time. We know by fifteen years of careful 
record that True Story’s circulation always follows the payroll. It is almost an 
exact barometer of employment conditions in every city in the land. 

That same buying activity has continued ever since. Again, we know this by 
many of your sales records. And by ours. 


It is novel to be living at a time like this and for millions of 


_ us to be conscious of being so deeply involved in our own 


destinies. For America, at the present time, is probably making 


more critical history from day to day than the world has usually 


made from century to century. 


So much for that. Now why are the brains of America so 
interested in their immediate attention to the development and 


fostering of this wage-earner market as above everything else? 


There are two reasons for this: 


First, because America’s mass production must use this wage- 
. . . 7 s 
earning mass for its major market. There isn’t any other place 


for mass production to go. 


And second, because America wants its dollars to go to work 
consuming its products as quickly as possible. And the wage- 
earner, because of his simple social background, can begin 
spending more quickly than any other group. This is true of 
every kind of spending. True Story’s circulation, for example, 


went up almost as quickly as employment went up. 


That is why so many of you manufacturers are spending your 
money on this very mobile wage-earning market where money 


ean be so rapidly expended in return. 


In the more socially complex upper frames, the dollar isn’! 


so quickly nor so easily spent after it is earned. There is 


property to be protected, bank loans to be paid, and all the 
The firs 


obligations of capital to be gotten back under way. 
thing the dollar in the upper frames does is to start building 
back its reserves which, at least for the time being, doesn’t dc 


anybody but the possessor any good. 


* * * * * 


Here at True Story Magazine we can assure you of one thing 
Wage-earning America is interpreting the Reconstruction Aci 
intelligently and wisely. And one thing more, wage-earning 
America is taking its employers seriously, at the full face value 


of their word. 


You may not realize it, but in dealing with the workers of 
America you are dealing with the most highly intelligent, best 


educated mass group this world has ever produced up to now 


They will go along with you in their program of spending t 
the limit of their capacity, not because they are gullible bu 
because they are intelligent and know what it is all about. Tru 


Story Magazine, 420 Lexington Avenue, New York, N. Y. 





